BUILDING 

SPECIALTIES 


HGURING  PORCH  ENCLOSURES 
PLASTIC  SPLINES  AND  CHANNELS 
7  WAYS  OF  FINANCING  SALES 
WATERPROOHNG  MASONRY 
METAL  AWNINGS 


m  THEM  THE 


Plostie 


Rcbo»-C>rip 


S^ylon 
I  Cktot  UtMwrt*' 


®  Twenty  -  Two  beautiful  tints  and  * 
I  shades.  Decorative  combinations  I 
without  limit.  ROBOT-GRIP  with  a 
I  hundred  suction  cups  plus  center  | 
_  supports  to  prevent  dishing.  m 


Look  at  these  features  .  .  .  con-  ^ 
cealed  cabinet  lighting  .  .  .  dis-  I 
tinctive  designs  .  .  .  mirror  clips  ■ 
to  eliminate  eye-sore  clamps  .  .  .  ^ 
plus  a  guarantee  against  silver  || 
spoilage  .  .  .  you'll  fnd  them  ait 
in  Stylon  Medicine  Cabinets.  | 


A  wide  range  of  china  and  chrome  ® 
bathroom  accessories  skillfully  de-  || 
signed  for  functional  use,  adding 
the  finishing  touch  to  new  or  re-  | 
modeling  Installations.  H 


3-Way  Profit  Opportunity 

KMt  KITCHEN  and  BATHROOM  BEAUTIFICATION 


You’re  money  ahead  when  you  sell  the  Stylon  3-Way 
Home  Beautification  Plan.  It’s  the  proven  way  of 
making  three  profits  from  one  sale.  Complete  beautification 
means  Stylon  Plastic  Tile  in  kitchen  and  bath,  Stylon 
Medicine  Cabinets,  and  Stylon  China  and  Chrome  Acces¬ 
sories.  And  with  Stylon  pre-packaged  Plastic  Tile  you 
have  a  New  opportunity  for  over-the-counter  sales  with 
merchandising  oisplays  for  selling  the  “Do-It-Yourself’ 
home  tiling  idea.  Use  the  handy  coupon  below  —  Stylon 
means  sales  and  profits  to  you. 


I  Slylan  Coqionilleii 

I  $57  CemmonwaalMi  Av«.,  Boslen  IS,  Matt. 


G*nH*iii«n:  n*a,«  ruth  m*  th«  cemplut*  ttery  on  tho 
Stylon  3-way  proflt  plan  with  Stylon  Plastic  Tilo,  AAodicino 
Cobinott,  and  Chino  and  Chroma  Accatsoriat. 


MS  MSffP 

Medicine  Cabine^ 

— 

'  1  Look  at  these  features 

manufacturer!! 


O  STANDARD  SIZES 

FOR  QUICK  SALES.  FAST  INSTALLATION 
and  IMMEDIATE  DELIVERY 


Under  this  sensational  new  plan,  you 
sell  standard  sized  SHIELDALL  perma¬ 
nent  aluminum  awnings  .  .  .  keep  odl 
the  profits  for  yourself! 

Each  generously  proportioned  SHIELD- 
ALL  door  and  window  canopy  is  indi¬ 
vidually  packaged,  complete  with  direc¬ 
tions  for  simple,  easy  assembly  and 
installation. 


ooo» 

SCALLOr 


.od 


1*2475 


CUSTOM 

SHIELDALL  AWNING^ 

There's  o  complete  line  of 
SHIELDALL  ownings  to  fill 
every  requirement.  Made-to- 
order  SHIELDALL  for  non* 
standard  installations  are 
available  to  you  at  compe¬ 
titive  list  prices,  less  50  ^e. 
F.O.B..  Girard,  Ohio.  Use 
coupon  (below)  for  selling 
samples  and  sales  kit.  Cus¬ 
tom  awnings  may  be  had  in 
many  colors,  or  color  combi¬ 
nations. 


SCALtO? 


^  Leakproof  design  ^  Infra-red  baked  enamel 
finish  ^  Chimney  vent  ventilation  ^  One- 
piece  end  panel  and  side  valance  ^  Lifetime 
aluminum  construction  ^  Standard  awnings 
may  be  had  in  Royal  Blue  and  While.  Tile  Red 
and  White,  and  Gross  Green  and  White. 


■■  Spectol  iplicing  ponets  ere 
ovoiloble  to  increose  widtil 
of  stflndord  gwnin9. 

ALUMINUM  SHORTAGE! 

FORGET  IT!— Despite  recent  restrictions  on  use  of  alumi¬ 
num.  we  are  in  a  position  to  give  immediate  delivery  on 
all  orders  and  to  the  best  of  our  knowledge  the  condition 
wit]  continue  in  the  future. 


SHIEIDALI  PERMANENT  ALUMINUM  AWNINGS 
YOUNGSTOWN  INDUSTRIES,  INC.  •  710  S.  STATE  ST.,  GIRARD,  OHIO 


Tear  off  and  return  the  attached  order  coupon  now! 
Your  order  gets  immediate  attention  and  includes  all 
necessary  selling  information  and  promotional  material. 

And,  if  you're  not  completely  satisfied— SHIELDALL 
shipments  carry  an  unconditional  full  money-back 
guarantee  that  may  be  claimed  within  10  days  by 
returning  all  material  in  good  condition. 


Please  ship  She  fallowing  order  of  SHIELDALL  Aluminum  Awnings; 

No.  I  @  $19.75  ea . No.  2  @  S24.7S  ea . No.  3  @  $37.50  ea. 

Made-to-order  SHIELDALL  Soles  Samples  @  SIS. 00  ea.  '  O.B.  Foctory 


NAME 


FIRM 


CITY 


ZONE 


YOUNGSTOWN  INDUSTRIES,  INC 

710  S.  STATE  ST.  •  GIRARD,  OHIC 

Phone  5-5408 


Q  Chvck  here  if  you  prefer  to  enclose  payment  with  this  coupon.  If  so, 
WE  pay  the  shipping  charges.  The  same  refund  privilege  applies, 
oi  course. 


INSULATION 


Thoatandt  of  new  fyiMs  af  kmu- 
lotioa  iebt  art  epan  to  yea  alMi 
SprayKeta.  Siace  it  coa  ba  op* 

CIM  aver  ANY  tarfoco,  tVERY 
oHdlap  b  a  praapact. 


i  ^ 

Spray  Kote 

Acoustical  and  Industrial  Insulation 


ACCOUSTICAL  CORRECTION 


CONDENSATION  CONTROL 


Offers  You  A 

BIG  BUSINESS 

OPPORTUNITY  NOW 

U  you  ora  a  liTO-wire  dealer  Intereited  In  buUdinq 
your  Toluma  to  tramendoua  proportioni,  SPRAYXOTE 
oHaie  you  a  brand  new  product  with  Umitlau  poHl- 
bUlUae.  There  ii  no  product  arailabla  to  you  today 
that  oiiere  a  greater  range  oi  proepecte,  or  larger 
profit  opportunitiat.  If  you  want  to  expand,  Inyesti- 
gata  It  today. 


Study  These  Markets: 


^INSULATION: 


FIREPROOFING 


SprayKete  has  on  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  makes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SproyKote.  This  opens  a 
tremendous  industrial  market  for  applicators.  SproyKote  can  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SproyKote  is  on  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
_ WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 


56-58  CRITTENDEN  ST. 


NEWARK  4.  N.  |. 


Plastic  enters  bottom  of  die  cavity  giving  the  truest,  smoothest  edges  ever  moulded. 


Once  you  see  and  install  Cerinak  undergated  plastic  wall 
tile,  you  realize  the  importance  of  this  mark  of  superior 
quality.  You  know  that  Cermak’s  exclusive  undergate  injection 
moulding  process  makes  every  installation  easier. 

Since  plastic  flow  enters  the  bottom  of  the  die  cavity,  there 
are  no  troublesome  gate  burrs  on  any  edge,  no  possibility  of 
edge  blemishes  developing  during  installation.  Every  Cermak 
tile  is  absolutely  square  with  the  truest,  smoothest  edges 
ever  moulded.  The  centrifugal  casting  principle  improves 
granular  structure  .  .  .  makes  every  Cermak  tile  stronger  .  .  . 
enhances  marbleized  effects.  The  raised  undergate  patent  plug 
identifies  superior  quality  and  also  prevents  the  tile  from 
"dishing”  after  installation. 

Even  during  the  current  raw  materials  shortage,  Cermak 
high  quality  standards  have  been  carefully  maintained  .  .  . 
thickness  and  opacity  of  Cermak  tile  remain  as  specified  by 
the  Bureau  of  Standards. 


I 


BUILDING  SPECIALTIES 


Now  something  new  in  tile  that  meets  the  demands  af  modern 
interior  decorators  and  with  instant  appeal  to  home  owners. 

Third  dimensional  depth  of  color,  rich  glistening  finish  at  a 
fraction  the  cost  of  glass.  Panel  tile  is  of  heavy  gauge  aluminum 
with  patented  latex  backing  having  8  times  the  adhesive  pawer 
of  ordinary  tile. 


msljTnlk  An  Armor-Wall  product— made 
or/ginaf  aluminum  tile 

A  complete  dealer  sales  plan  for  producing  easier, 
faster,  more  profitable  sales.  Includes  unique  and 
beautifully  illustrated  sample  case,  colorful  bro¬ 
chures,  consumer  advertising  program. 


Requires  less  labor  and  mastic  to  install  and  each  panel  Is 
grouted  for  beauty  of  appearance  with  a  single,  all-purpose, 
permanent-color  white  mastic. 

Sold  only  through  selected  dealers  in  assigned  territories,  some 
of  the  better  ones  of  which  are  still  open.  Write  today  for  fran¬ 
chise  information  and  start  immediately  to  build  a  tile  business 
that  you  can  control. 


What  dealers  say: 


^  ^  *'Mad9  our  first  so/«  on  ftour  aft^r  rocoiv- 

ing  somplm  book" — £.  Koehostor,  N.  Y. 

"Ono  job  soils  fivo  ofhors  artd 
thoy'ro  all  mino" — Milwoukoo,  Wis. 

"Tih  samplos  rocoivod  and  fhoy  ^  ^ 

aro  booofiful"-~~fairfisld.  Conn. 
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Continuous  supplies  assured! 


Install  quickly  from  inside.  Interchangeable  with 
storm  windows'.  Attractive,  durable  frames. 
Aluminum  or  plastic  wire.  Immediate  delivery. 


Htws  m  peAURst 


It’s  true!  You  can  count  on  Wilson  to  keep  right 
on  supplying  all  the  storm  windows  and  screens 
you  can  sell. 

Wilson  has  the  experience  and  the  production 
facilities  to  use  any  or  all  of  the  above  materials 
in  making  storm  windows  and  screens  of  the 
finest  quality. 

Therefore,  regardless  of  present  or  future  ma¬ 
terial  restrictions,  you  are  always  assured  of  un¬ 
limited  supplies  for  your  customers. 


Beth  inside  and  eutsid*  types  available.  Top 
quality  construction.  Sizes  for  all  standard 
metal  casements.  Liberal  discounts.  Immedicrte 
delivery.  Shipped  KD  or  assembled. 


Now,  more  than  ever,  it  pays  to 
sell  Wilson  storm  windows  and 
screens.  Protect  your  volume  and 
profits.  Write  for  details  on  the 
Wilson  line  today! 


L.S.  WILSON  MANUFACTURING  CO. 
2300  $.  Wattcrn  Av*.,  Chicago  R,  Illinois 

(Formsriy  Metal  Window  Sorvic*  Co.i 


Please  send  complete  details  on  your  new  products  for  metal 
casements.  I  am  interested  in 

□  Screens  D  Storm  Windows 


CORPORATION  OF  AMERICA 


2011  SOUTH  S6th  STRfET 
MILWAUKEE  14  WISCONSIN 


In  Canada  ALUMINUM  »LDO.  PRODUCTS  CO  ,  LTD 
362  CHILVFR  ROAD,  WINDSOR.  ONTARIO 
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in  Hm  combinotion  window  businoss! 


America’s  Finest 
Wood  Combinations 


made  by  Alumatic 
Two  Separate  Tracis  .  .  .  the  first  name 
Easy-Glide  in  combination  windows 

Combination 
Storms-Screens 

THEY'RE  DIFFERENT  FROM  ANY  WOOD  COMBINATIONS  ON  THE  MARKET  I 

They  arr  uniqarly  enginperrH 
— ^giving  you  more  feature!)! 
Investigate  . . .  you'll  find  that 
these  features  help  you  sell! 


fc^flflfdlfln  Combination  Windows 

Will  Make  More  Money  For  You! 

^  TWO  OUTSTANDING  FEATURES 

1  They  have  <iouhle-hung  eonstrurtion !  This  means 
*  that  the  homeowner  ran  have  as  much  or  as  little 
ventilation  as  he  wants . . .  when  he  wants  it ...  a  flip 
of  the  Anger  from  winter  to  summer!  No  changing 
or  storing  any  time. 

y  They  are  completely  weatherstripped.  The  entire 
*"*  window  opening  is  protected  from  the  elements, 
keeping  heat  in  and  drafts  out ! 


GUARDIANS  are  nationally  advertised! 

GUARDIANS  retail  at  prices 
people  can  afford ! 

GUARDIANS  bear  the  Good 
Housekeeping  Seal  of  Approval! 


•  Double>bunf  conMrurtion  (two  Mpnrate  track*). 

•  Completely  weetberttripped — full  protection. 

•  Caulking  bead  to  allow  for  complete  teal. 

•  Sash  and  Bcreen  need  not  be  removed  at  any  time. 

•  No  changing  or  storing  needed — summer  or  winter. 

•  Screen  and  sash  easily  removable  from  inside. 

•  Rattle>proof.  tight  fit,  yet  sash  is  easy  to  elide. 

•  Guards  against  prowlers — can  operate  only  from  inside. 

•  Sill  eipender  to  fit  all  sill  conditione. 

•  Overlapping  frame-  hlends  with  house  window  frame. 

•  Drip  cap — to  prevent  water  running  on  sash. 

•  Special  treatment — to  prevent  fungus,  termite*. 

•  Roth  sa*h  gis**  and  srreen  easily  replaceable  by  home«« 


phone  for  full  details. 


wire 


Oaardiaas  ora  rii«  REST  wood  cembinotian  by  far.  Assura  yaursaH 

al  bwtinatt  far  fha  yaars  ahaad  by  gaUing  infarmotian  naw  aa 
fba  aKcaMatit  daol  Alwmotis  has  for  progratsiv#  organitations  I 


Mtnufacturert  of  “Alumatic,"  “Aralum,"  and  “Trimatic”  aluminum 
combination  windows,  “Kaysto"  aluminum  combination  windows 
for  cajcmcnr  windows;  and  combination  doors,  screen  doors,  full 
and  half  screens,  and  screened  porches  of  aluminum. 
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WITH 

RE*NU*IT 

A  STEEL-LIKE  COATING 
,  THAT  WATERPROOFS, 
BEAUTIFIES  •  INSULATES 
AfTd  PROTECTS  ANY 
SURFACE 


FACTS  ABOUT  RE-NU-IT 


Q.  What  if  it? 

A,  A  waterproof  finish  side  wall  resurfacer. 

Q.  What  doat  it  do? 

A.  Renews  any  surface  by  putting  on  A  STEEL  LIKE 
COATING  that  BEAUTIFIES  . . .  INSULATES . . .  PRO¬ 
TECTS  and  enhances  the  appearance  and  VALUE 
of  your  home. 

Q.  What  doot  it  contain? 

A.  A  chemical  base  formulation  that  incorporates  the 
two  indestructible  protective  and  insulating  minerals 
ASBESTOS  and  MICA,  and  is  manufactured  in  accord¬ 
ance  with  our  exclusive  process. 

Q.  How  it  it  appiied? 

A.  RE-NU-IT  is  applied  by  powerful  pressure.  It  is  not 
merely  nailed  on  top  of  your  old  side  walls,  but 
actually  fused  on  and  thus  becomes  part  of  them, 
quickly  drying  to  a  COLORFUL  TEXTURE  FINISHED 
COATING. 

Q.  Who  oppliot  RE-NU-IT? 

A.  For  your  protection  only  factory  approved  authorized 
applicators . 


in  9  Beautiful  Colors: 


TILE  RED 

BAmESHIP  GRAY 
STUCCO  WHITE 


INDIAN  IVORY 
OCEAN  GREEN 
DESERT  BUFF 


TEAL  BLUE 
WISTERIA  PINK 
STONE  GRAY 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  • 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 


RE-NU-IT  CORP. 

434  WEST  43n4  STREET 
NEW  YORK  It,  N.  Y. 

fl«oi9  t«nd  c«ni|BUl«  Appli<al«r  inf9rm«H«n  I 

Nomt _ 
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BKAT  MWAt  SMOOTAOE8 

Make  this  fast  -  selling  window  YOUR  money  -  making  •  QOAUTY 
answer  to  the  current  metal  shortages.  Smartly  designed 

e  SfLF  STORING 

and  built  to  high  GRAEF  stondards.  Solid  overlapping 

Redwood  frame  hos  carefully  joined,  weather«tight  cor-  «  FAST  DELIVERY 


ners.  Inserts  are  precision-made  for  perfect  fit  and  can 
be  interchanged  In  a  few  seconds. 


•  ASSEMBLED  OR 
KNOCKED-DOWN 


•  IE  IN  lUSINESS  FOR  YOURSELF!  —  GRAEF  will 
svpply  you  with  complete  lineal  mouldings  for  telMobri- 
cation.  Write  today  for  complete  information. 


GRAEF  STORM  WINDOW  CO. 

PHONE  4-A326 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10,  O. 


Write,  Wire,  or  Call 


C-THRU  ALUMINUM  AWNING  CO.  •  424  W.  11th  ST.  •  LOS  ANGELES  15,  CALIF 


Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  . . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  . . .  see  how  YOU 
can  cash  in  on  this  sure-fire  sales  item! 


LIGHT 


C-THRU'S  (nginaarcd  leuvan 
IcMp  tht  sun  aviroy  from 
you'  windows,  ond  ollows 
compUte  oir  circutotic  n.  No 
dead  oir  pockets  means  tem« 
perotures  lowered  os  much 
os  17  de9rees. 


C*THRU'S  patented  curved 
louvers  breok  up  horsh,  out¬ 
side  light  which  enters  your 
room  soft,  gloreless  and  dif¬ 
fused.  No  mere  dreary 
rooms  with  this  exclusive 
feature. 


Available  in  30  standard  sixes 
and  7  color  combinations. 


JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 


BUILDING  SPECIALTIES 


•  •  •  Many  a  good  dealer  has  seen  his 
profit  dwindle  l)eeause  of  repeated  serv¬ 
ice  calls.  Not  so  with  WARNER  dealers. 
WARNER  WEATHER-MASTER  “L  nits 
have  stood  the  test  of  time.  Dealers 
know  how  many  more  times  W  ARNER 
quality  and  design  have  paid  off  in 
Ifonus  sales  volume.  W  ARJSER  KD  is 
the  dealer  s  choice  for  profit-controlled 
sales.  Assembly  l>ecomes  a  source  of 
profit  with  W  ARSER  KD. 


Through  every  market  condition 
WARNER  KD  cushions  and  protects 
your  profit  and  your  business.  You 
can  lie  set  up  in  a  jiffy  with  just  what 
you  need  for  a  successful  KD  operation. 
W^ARNFIR  friendly,  experienced  co¬ 
operation  and  extensive  consumer  ad¬ 
vertising  are  your  unlieatahle  team¬ 
mates  for  profit-m«A:/ng,  business  build¬ 
ing  enterprise.  Write  today! 


WARNER  WEATHER-MASTER  is  the  WINDOW  with  the  RED  PUSH-BUHON  VENTILATION  CONTROL! 


UJ  R  R  n  E  R 

T  T 

A 

UJeother- master 


WARNER  WEATHER-MASTER  ALUMINUM 
COMBINATION  WINDOWS  and  DOORS 


MANUFACTURED  BY 


WARNER  MFB.  CORP. 

JERSEY  CITY,  N.  J. 
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On  tke  House . .  . 


This  department  doesn’t  usually 
pay  much  attention  to  IJ.  S. 
Supreme  Court  decisions  but  just 
before  we  went  t(»  press  the  court 
made  a  decision  that  is  of  great 
importance  to  the  building  special¬ 
ty  industry.  As  a  result  of  a  suit  by 
a  magazine  subscription  salesman 
who  was  fined  in  Alexandria,  La., 
for  door-to-door  selling,  the  court 
ruled  that  it  is  constitutional  for 
any  town  or  community  to  pass 
laws  forbidding  this  type  of  selling. 


A  monthly  magizine  for  the  dealer  who  sells  and  installs 
home  and  industrial  accessories. 


VOL.  3 


JUNE,  1951 


NO.  12 


Green  River  Laws  (so  called  be¬ 
cause  Green  River,  Wyo.,  was  the 
first  community  to  pass  ordinances 
prohibiting  direct  selling)  now 
exist  in  some  400  towns  and  cities. 
Furthermore,  there  is  a  growing 
trend  toward  such  regulations 
throughout  the  nation,  mostly  as  a 
result  of  a  very  small  number  of 
petty  racketeers  peddling  phony 
merchandise.  The  direct  selling  in- 
du.stry  accounts  for  the  sales  of 
about  $1,400,000  worth  of  consu¬ 
mer  products. 

*  ♦  * 

In  the  last  three  years  many 
businessmen  in  this  field  have 
joined  with  the  National  Better 
Business  Bureau  and  the  National 
.4s.sociation  of  Direct  Selling  Com¬ 
panies  to  help  police  the  industry 
by  setting  up  central  registries  of 
legitimate  salesmen  at  local  Better 
Business  Bureaus  or  Chambers  of 
Commerce.  There  are  already  reg¬ 
istries  in  485  cities.  Every  dealer 
owes  it  to  himself  and  the  industry 
of  which  he  is  a  member  to  join 
such  a  registry  if  it  exists  in  his 
community  or  to  help  set  one  up 
wherever  the  threat  of  such  local 
regulations  exist. 

*  «  * 

As  a  dealer  engaged  in  a  legiti¬ 
mate  business  in  which  you  render 
a  valuable  and  essential  service  to 
the  community  you  will  find  that 
local  Chamber  of  Commerce  or 
Better  Bu.siness  Bureau  will  be 
more  than  glad  to  aid  you  in  work- 
(Contmued  on  Page  38) 
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WANTED! 


GOOD  DISTRIBUTORS 
AND  DEALERS!! 


TO  HANDLE  ALL  ORDERS 
COMING  THE  "ACE"  WAY. 


"ACE"  COMBINATION  SELF-STORING 
STORM  WINDOWS  &  STORM  DOORS 


MADE  FROM  TOP  GRADE 
CALIFORNIA  REDWOOD 


The  new  "ACE"  exclusive  2-track 
self-storing  window  .  .  .  with  full 
control  ventilation. 


SELF-STORING 

(Two-Track) 

CONTROLLED 

VENTILATION 

NO  GADGETS 

PLASTIC  SCREEN 

(Cannot  Rust) 


•  ACE  INDUSTRIES,  one  of  the  largest  manu¬ 
facturers  of  storm  windows  and  doors,  have  en¬ 
gineered  and  built  the  strongest,  most  durable, 
top  grade  California  redwood  window  and  door 
offered  on  the  market  today. 


DOORS  .  .  .  Four  light  horizontal  1%"  thick  with  raised  panel 
and  solid  brass  insert  hardware.  Fourteen  special  hardwood 
undercut  dowels  give  extra  heavy  frame  for  added  strength. 


INDUSTRIES  COMPANY 

2908  Glenwood  Avenue  •  Phone  8-321 1  •  Youngstown,  Ohio 
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CMP  May  Stabilize  Alununum 
Situation  After  July  1st 


The  aluminum  situation  contin¬ 
ues  to  stagger  along  rather  un¬ 
certainly  and  while  the  Controlled 
Materials  Plan  promises  to  bring 
about  some  stability  after  the  be¬ 
ginning  of  July,  it  is  questionable 
as  to  just  how'  much  good  the  plan 
can  do  for  the  specialty  industry. 
\fter  a  long  and  difficult  struggle 
with  various  officials  of  the  NPA 
in  Washington,  the  combination 
window  association  has  informed 
its  members  that  it  is  possible 
aluminum  storm  window  manufac¬ 
turers  may  be  granted  an  alloca¬ 
tion  of  metal  equal  to  507<  of  their 
normal  consumption  during  the 
ba.se  period  which  is  the  fir.st  six 
months  of  1950. 

Considerable  Achievement 

However  little  this  may  .seem, 
it  is  actually  a  considerable 
achievement  since  many  products 
of  much  greater  dollar  volume  are 
going  to  be  relegated  to  the  open 
market  .scramble  for  aluminum 
which  will  remain  after  all  CMP 
allocations  have  been  honored.  At 
present  the  allocation  for  alumi¬ 
num  storm  windows  comes  after 
war  materials  and  defense  support¬ 
ing  materials  but  before  the  open 


Fabricators  press  NPA  for  adequate  metal  allotments 
and  wage  fight  for  realistic  appraisal  of  stockpile  needs 


market  .sector.  This  is  w'ithout 
question  a  surprisingly  favorable 
position  and  is  due  in  large  part 
to  the  strenuous  eftbrts  of  the  win¬ 
dow  association  which  has  contin- 
ousiy  fought  to  .save  some  metal 
for  the  industry. 

Recently  a  report  on  the  fuel 
saving  values  of  storm  windows 
was  presented  by  the  association  to 
NPA  officials.  This  document, 
based  on  information  obtained 
from  the  Department  of  the  In¬ 
terior,  the  American  Petroleum  In¬ 
stitute,  and  other  authoritative 
sources  undoubtedly  was  effective 
in  securing  a  favorable  place  in 
the  CMP  for  aluminum  storm  win¬ 
dows.  Meanwhile  the  window  a.sso- 
ciation,  primary  producers  and 
other  aluminum  fabricators  are 
waging  a  strong  fight  for  a  realis¬ 
tic  apprai.sal  of  stock  pile  require¬ 
ments  which  might  result  in  more 
aluminum  for  civilian  u.se. 

Meanwhile  the  metal  awming  in¬ 
dustry  has  been  informed  that  its 
product  is  definitely  on  CMP’s  “B” 
list.  This  at  least  leaves  open  the 
possibility  that  the  much  harried 
awning  people  might  qualify  for  a 
CMP  allotment  although  the  mat¬ 
ter  is  by  no  means  certain  at  pres¬ 


ent.  Metal  awnings  were  also  aided 
by  a  recent  amendment  to  the  NPA 
M-7  order  to  correct  certain  word-, 
ing  which  would  practically  havef 
prevented  dealers  from  a.ssembling 
component  parts. 

The  amendment  exempts  metal  v 
awning  dealers  from  the  use  limi-J 
tation  which  is  50%  of  ba.se  period  f 
for  the  third  quarter  and  thus  en¬ 
ables  them  to  continue  assembling 
aw’ning  parts  now  available  to^ 
them.  It  is  al.so  made  clear  in  the* 
amendment  that  over  all  usage  is' 
not  affected  by  the  exemption  fori 
tho.se  as.sembling  at  the  point  of  in¬ 
stallation. 

Fight  for  Aluminum 

However,  w’hile  both  the  awning 
and  window  associations  have 
fought  hard  to  get  aluminum  for 
their  respective  industries,  the  fact 
remains  that  the  best  they  can  hope 
for  at  present  is  about  50^  of  the 
base  period  use.  For  practically  all 
manufacturers  this  will  be  a  star¬ 
vation  diet  since  most  of  them  can¬ 
not  possibly  meet  their  overhead 
with  so  little  metal.  As  the  situa¬ 
tion  stands  now  they  can  either 
convert  to  substitute  materials  or 
(Continued  on  Page  27) 


16 


BUILDING  SPECIALTIES 


■^IltHstratUms  coMriesy  V.  E.  Anderson  Mfg.  Co. 


160"  X  87"  opening  h>  be  filled  by  5  windows. 


How  To  figure  A 

PORCH  ENCLOSURE 

Using  yfood  Combinations 


PORCH  enclosures  are  enor¬ 
mously  profitable  for  the  alert 
dealer  who  is  quick  to  take  advan¬ 
tage  of  the  many  opportunities  in 
his  area  to  do  this  type  of  work.  On 
the  average,  porch  enclosures  re¬ 
quire  from  12  to  15  windows  which 
is  as  many  as  you  would  sell  for  an 
entire  home.  For  the  home  owner 
it  is  considerably  cheaper  to  add 
another  room  to  his  house  by  en¬ 
closing  the  open  porch  than  by 
adding  a  wing.  The  summer  porch 
thus  becomes  a  year  round  room 
protected  from  rain,  snow,  and  icy 
winds  in  the  winter  and  a  cool, 
pleasant  place  in  summer  where 
the  family  can  enjoy  fresh  breezes 
and  freedom  from  annoying  in- 
.sects. 

Wood  combinations  are  particu¬ 
larly  appropriate  for  porch  en¬ 
closures  since  they  blend  in  natur¬ 
ally  with  frame  houses  which  are 


From  Data  Furnished  By 
V.  E.  Anderson  Mig.  Co. 


what  most  American  families  live 
in.  Installation  is  very  simple  and 
can  be  done  by  any  mechanic  with 
an  adequate  knowledge  of  carpen¬ 
try.  Some  dealers  find  it  easier  to 
subcontract  the  work  to  a  reliable 
carpenter.  On  the  other  hand  even 
a  mechanic  with  only  a  mode.st 
knowledge  of  carpentry  can  be 
speedily  trained  to  make  .satisfac¬ 
tory  installations. 

Basically,  the  work  consi.sts  of 
erecting  a  low'  bulkhead  on  which 
the  windows  are  mounted.  There 
are,  of  cour.se,  many  different 
ways  of  doing  this  work  but  the 
method  shown  below  has  the  ad¬ 
vantage  of  simplicity  and  has  been 
(Continued  on  Page  27) 


Cxample: 


WIDTH 


Total  opening  . . 160" 

Subtract  two  '/z  astragals.  .  .  2" 

158" 

Subtract  four  T  astragals.  ...  8" 

150" 

Divide  150"  by  number 
of  window  wanted 

(in  this  case  five) .  30" 

Subtract  3Va"  to  4Vi" 

for  wood  over  glass .  4" 

GLASS  WIDTH  .  26" 


ASTRAGAL=1" 


HEIGHT 


Total  opening  ,  , . 87" 

Subtract  bottom  paneling .  .  .  30" 
57" 

Subtract  header .  IV2" 

SSVi" 

Subtract  for  wood  over 


glass  in  height  (d’/j-OVz). 

7'/2 

48" 

Divide  by  two  (for  two  sash) 
GLASS  HEIGHT . 24" 


T  ASTRAGAL^2" 


(26  X  24  window  used  in  example  fits  from  314"  to  414" 
over  gloss  size  in  width  &  from  614"  to  814"  over  gloss 
size  in  height.) 
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A  YOUNG  salesman  was  in  my 
office  the  other  day,  telling  me 
about  a  tense  moment  he  had  ex¬ 
perienced  while  trying  to  sell  our 
product.  “I  asked  this  prospect  a 
question,”  he  said,  “And  he  didn’t 
answer.  He  just  stared  at  me.” 
“What  did  you  do’?”  I  asked. 

“I  stai’ed  back — for  a  moment. 
Then  when  he  still  didn’t  answer, 
things  were  getting  a  bit  strained 
.  .  .  and  well,  1  went  on  with  my 
pre.sentation.” 

“Did  you  get  the  order?”  I  asked. 
“No  sir.”  he  confessed,  .some¬ 
what  abashed. 

That’s  a  thumbnail  example  of 
a  type  of  situation  that  happens 
every  day,  but  which  the  average 
.salesman  is  unable  to  handle.  Such 
conditions  exist  because  most  .sales¬ 
men,  though  well-versed  in  prod¬ 
uct-fundamentals,  have  only  the 
most  superficial  knowledge  of  peo¬ 
ple. 

Wait  Him  Out 

For  example,  if  the  young  sale.s- 
man  of  my  conversation  had  known 
anything  about  people,  he  would 
have  realized  how  to  cope  with  the 
typical  “silent  prospect.”  Instead, 
he  made  the  fatal  mi.stake  of  being 
embarrassed  by  his  prospect’s  reti¬ 
cence.  I  categorized  him  as  a  vic- 
time  of  the  E.L.P. — the  Embar¬ 
rassing  Long  Pau.4e. 

You  a.sk  the  silent  pro.spect  a 
que.stion.  He  doesn’t  answer.  If  you 
are  the  average  salesman,  you  wait 
expectantly  for  a  moment  hoping 
he  will  answer,  and  then  as  the 
pau.se  grows  longer  and  the  silence 
more  uncomfortable,  you  become 
embarra.ssed.  You  talk  to  fill  in  the 
gap.  In  doing  this,  you  are  reliev¬ 
ing  the  prospect  of  his  responsi¬ 
bility  to  reply. 

When  it  is  the  prospect’s  time 
to  talk,  the  experienced  .salesman 
must  be  willing  to  wait  him  out. 
If  the  .salesman  waits  long  enough 
the  pro.spect  himself  will  be  em- 
barra.s.sed,  realizing  he  is  holding 
the  thread  of  the  conversation — 
and  will  feel  impelled  to  reply. 

E.specially  at  the  clo.se  of  an  or¬ 
der — that  is  the  time  when  the 


What  To  Do  About  That 
Embarrassing  Long  Pause 

Every  salesman  mns  into  the  silent  prospect  who 
doesn't  answer  questions — here's  how  to  handle  him 


By  B.  R.  SCHEFF 
Gen.  Soles  Mgr. 
Wright  Mig.  Co. 


prospect  must  talk  and  the  sales¬ 
man  mu.st  be  willing  to  wait  in¬ 
definitely  for  his  reply.  Overeager- 
ness  frequently  prompts  a  .sales¬ 
man  to  keep  on  talking  when  the 
silent  prospect  is  in  the  process  of 
framing  an  answer.  Thus,  nine 
times  out  of  ten,  at  the  crucial  mo¬ 
ment,  he  talks  him.self  right  out  of 
a  sale. 

The  watchword  for  dealing  with 
a  pro.spect  who  just  “won’t  talk” 
is  wait.  A  good  huntsman  never 
shoots  until  his  bird  flies  out  of  the 
brush.  The  .same  tactics  are  ap¬ 
plicable  to  good  salesmanship. 

Study  your  silent  prospect  while 
you  are  talking  to  him.  Decide 
whether  he  won’t  talk  because  he 
can’t  think  of  anything  to  say,  or 
becau.se  he  is  lost  in  deep  thought. 
In  any  event,  you  can’t  sell  him  un- 
le.ss  you  know  what  he  thinks.  The 
important  thing  is  to  flush  him  out 
in  the  open — get  him  to  talk  by 
asking  him  .skillful  questions.  Grad¬ 
ually  engage  him  in  a  continuous 
two-way  conversation.  But  never 
let  him  maneuver  you  into  the  posi¬ 
tion  of  answering  your  own  ques¬ 
tions.  Don’t  get  behind  the  8-ball 
of  the  E.L.P. 

Since  people  do  exhibit  certain 
general  characteristics  especially 
when  exposed  to  a  .sales  presenta¬ 
tion — they  may  be  grouped  into 
categories. 


The  salesman  would  do  well  to 
.study  these  groups  before  making 
his  calls.  He  will  find  it  of  help  to 
him  just  as,  before  visiting  a  for¬ 
eign  country,  it  profits  one  to  study 
a  bit  about  the  places  and  people 
one  plans  to  visit. 

There  is  the  silent  prospect  we 
have  just  discu.s.sed.  Then  there  is 
the  “good  natured”  pro.spect.  He  is 
so  genial  and  pleasant  that  you 
wish  all  prospects  were  like  him. 
He  is  a  pleasure  to  talk  to — puts 
you  immediately  at  ease.  But  be¬ 
ware — he  is  the  type  who  will  lis¬ 
ten  politely  to  what  you  have  to 
say,  pat  you  on  the  back,  and  then 
“bow”  you  right  out  of  the  office — 
without  an  order.  He  frequently 
ends  by  making  the  .sale  him.self — 
instead  of  the  .salesman.  To  deal 
with  the  “good  humored”  prospect, 
it  is  well  to  meet  him  in  a  spirit  of, 
good  humor,  but  to  direct  the  con¬ 
versation  at  once  to  serious  chan¬ 
nels  and  get  him  down  to  brass 
tack.s. 

Timid  Prospect 

The  timid  prospect  is  apprehen¬ 
sive,  hesitant,  slow  in  making  up 
his  mind.  He  has  to  ask  his  wife  or 
friends.  He  has  to  go  over  the 
whole  thing  once  more  and  check 
to  make  sure.  What  he  needs  is 
affirmation  of  his  own  judgment. 
And  you,  the  salesman,  can  supply 
it  by  presenting  supporting  evi¬ 
dence.  Show  him  a  letter  of  recom¬ 
mendation  from  .someone  in  whom 
(Continued  on  Page  28) 


You  con  make  a  profitable  business  out  of 


Waterproofing 

Silicone  resin  product  that  permits  easy 
water  repellent  for  above  grade  work  holds 


Residential  home  with  stucco  finish  shown  above  has  been  treated 
wi^  silicone  resin  water  repellent.  Coating  is  completely  invisible. 


The  waterproofing  of  masonrii 
offers  building  specialty  dealers  a 
tremendous  market.  The  dealer 
who  takes  on  a  waterproofing 
product  in  addition  to  his  present 
line  of  specialties  may  be  startled 
to  find  that  his  new  “item”  has  pnt 
him  into  a  new  and  extremely 
profitable  business.  To  give  our 
readers  a  clear  idea  of  the  latest 
dei'elopment  in  this  branch  of  the 
specialty  field,  the  editors  have 
asked  S.  S.  Schidman,  an  expert 
with  long  experience  in  the  techni¬ 
cal  aspects  of  masonry  waterproof¬ 
ing  problems,  to  discuss  silicone 
resins. 

VER  since  the  beginning  of 
masonry  construction  a  prob¬ 
lem  existed  which  has  troubled 
builders  —  namely  waterproofing 
the  structure.  Although  there  are 
many  phases  to  this  problem  this 
article  discu.sses  primarily  that 
pha.se  which  deals  with  the  protec¬ 
tion  of  above  grade  exterior  sur¬ 


faces.  This  in  turn  will  be  confined 
purely  to  treatment  with  invisible 
coatings. 

Up  until  the  introduction  of  sili¬ 
cone  resins,  the  products  u.sed  for 
transparent  water-repellency  coat¬ 
ings  consisted  of  two  classes  of  ma¬ 
terials.  These  were  the  .solvent  type 
and  the  emulsion  systems.  Both  the 
foregoing  types  of  materials  had 
their  advantages  and  disadvanta¬ 
ges  when  applied  to  masonry.  In 
most  all  ca.ses  the  surfaces  that 
were  treated  with  these  materials 
were  left  with  a  shiny,  dark,  or 
lightened,  appearance  after  appli¬ 
cation.  Thi.s,  in  itself,  was  a  handi¬ 
cap  that  made  the  contractor  or 
owner  of  the  property  reluctant  to 
use  these  coatings  on  decorative  or 
expensive  .structures?. 

The  .solvent  and  emulsion  coat¬ 
ings  would  render  service  by  fill¬ 
ing  the  pores  through  which  the 
water  penetrated.  Since  these  coat¬ 
ings  left  a  comparatively  or  r?la- 


The  brick  walls  of  the  four  story  apartment  house  shown  below  were 
made  waterproof  with  a  single  application  of  silicone  resin  product. 


By 

S.  S.  SCHULMAN. 
Chief  Engineer. 
Prima  Products, 
Inc. 


tively  continuous  coating  they  were 
effective  as  long  as  the  coating  re¬ 
mained  unbroken.  Where  ca.ses  of 
efflorescence  (white  .stains  caused 
by  soluble  salts  coming  to  the  sur¬ 
face  in  crystal  form)  exi.sted,  the 
pressure  of  the.se  growing  crystals 
would  cau.se  the  coating  to  bli.ster 
and  break.  Since  .soluble  .salts  are 
nearly  always  to  be  found  in  mas¬ 
onry,  and  since  wetting  and  drying 
will  tend  to  cau.se  the.se  .salts  to  pile 
up  on  the  surface,  trouble  of  this 
sort  could  always  be  anticipated. 

Solvent  types  and  emulsion  types 
of  transparent  water  -  repellents 
would  also  be  subject  to  the  de- 
.structive  action  of  oxidation  and 
atmo.spheric  surface  erosion.  As  a 
result  of  the.se  forces  the  resistance 
to  weathering  varied  from  fair  to 
poor.  The  contractor  therefore,  or 
property  owner,  could  never  expect 
any  permanent  solution  to  his 
waterproofing  problem  with  these 
products. 

The  solvent  type  (oils,  waxes, 
stearates)  and  emul.sion  type 
(poly-styrene,  polyvynyl  acetate, 
etc.)  of  transparent  coating  al.so 
presented  another  handicap,  name¬ 
ly,  conditions  of  application  under 


Masonry 


application  of  permanent,  invisible, 
great  possibilities  for  alert  dealers 


Smooth  cement  finish  of  this  residence  now  withstands  the  hardest 
rains  after  being  deeply  penetrated  by  silicone  resin  waterproofer. 


solved  the  problems  that  existed. 

Today,  a  contractor,  builder,  or 
property  owner  can  protect  any 
ma.sonry  .structure  with  the  proper 
type  of  prepared  silicone  resin. 
The  rea.son  for  it  is  that  carefully 
formulated  silicone  transparent 
water-repellent  coating  will  render 
the  following  results: 

1.  The  appearance  of  the  sur¬ 
face  to  which  the  material 
will  be  applied  will  be  ab- 
.solutely  unaffected  by  the 
material.  In  other  word.s, 
an  invisible  coating  will 
remain. 

2.  A  durable  coating  will  re¬ 
main  becau.se  the  silicones 
are  relatively  unaffected 
by  oxidation. 

3.  The  silicone  coating  does 
not  leave  a  continuous  film 
but  gives  protection  by 
deeply  penetrating  into  the 
.sur<'ace.  The  silicones  coat 
each  individual  particle  of 


varied  climatic  conditions.  In  most 
ca.ses  the.se  coatings  could  only  be 
applied  in  temperatures  of  70°  or 
better,  and  to  an  ab.solutely  bone- 
dry  surface.  This,  of  cour.se,  limit¬ 
ed  the  field  to  certain  .sea.sons  and 
prevented  their  u.se  in  a  year  round 
business. 

From  this  we  can  summarize  the 
characteri.stics  or  qualities  that  a 
good  transparent  coating  should 
have. 

1.  The  resulting  finish  should 
be  “invisible.” 

A.  It  should  not  blu.sh. 

B.  It  should  not  leave  a 
shiny  surface. 

C.  It  should  not  leave  a 
dark  surface. 

2.  The  coating  mu.st  be  dur¬ 
able. 

A.  It  .should  be  unaf¬ 
fected  by  oxidation. 

B.  It  should  resist  sur¬ 
face  erosion. 

3.  The  coating  should 
“breathe.” 

4.  The  coating  should  be  ap¬ 
plied  under  all  climatic 
conditions. 

As  silicones  were  made  available 


masonry  with  which  it 
comes  in  contact  with  a 
very  thin  membrane  that 
does  not  fill  the  pores. 
The.se  pores  therefore  have 
a  negative  capilarity  that  ■ 
resi.sts  the  penetration  of  j 
water.  : 

4.  The  silicone  type  of  coating : 

will  “breathe.”  This  is  ofj 

?• 

utmost  importance  to  any? 
ma.sonry  structure.  This  is| 
true  becau.se  the  pores  are| 
left  open.  The  importance! 
of  this  cannot  be  over-em-  / 
phasized.  f 

5.  Silicone  tyjie  of  water-re-  f 
pellent  coatings  are  easy  to  | 
apply.  The  material  can  be  i 
applied  in  any  temperature  | 
as  low  as  15  and  as  high  | 
as  120°.  This,  of  course,  I 
takes  the  .seasonal  aspect  | 
out  of  this  particular  field.  | 

6.  La.st,  but  not  lea.st,  this  I 
(Cotitiuued  on  Page  27) 


Water  poured  on  concrete  block  (below)  after  application  of  water 
repellent  was  unable  to  penetrate  pores  and  formed  globules  on  surface. 

— Photos  courtesy  Prima  Products,  Inc. 


to  the  manufacturer,  an  answer  to 
the  transparent  water  -  repellent 
field  was  found.  Silicone  resins,  in 
themselves,  do  not  satisfy  the  prob¬ 
lem  but  the  proper  .selection  of  sili¬ 
cone  resins  carefully  formulated 
with  suitable  solvents  and  penetra¬ 
ting  materials  did  answer  the 
problem.  The  company  with  which 
the  writer  is  associated  spent  well 
over  three  years  working  with  sili¬ 
cone  materials  until  they  finally 


Fig.  1  shows  corner  section  and  end  view  of 
wood  window  frame  with  plastic  glazing  chan¬ 
nel.  Fig.  2  shows  how  glazing  channel  is  used 
in  a  metal  or  aluminum  window  frame. 


produced  under  close  tolerances, 
both  as  to  size  and  consistency. 

Ka.se  of  installing  both  the  Spline 
and  Glazing  Channel  is  a  very  im¬ 
portant  point,  since  no  adhesive  is 
needed  to  insure  a  tight  fit.  Al.so, 
because  neither  the  channel  nor  the 
spline  is  vulcanized  to  the  .screen¬ 
ing  or  the  gla.ss,  it  is  a  simple  mat¬ 
ter  to  replace  the  .screening  or  the 
glass  and,  in  mo.st  ca.ses,  the  Spline 
and/or  Glazing  Channel  can  be  re¬ 
used. 

Although  almo.st  any  color,  in¬ 
cluding  clear,  is  available,  mo.st 
users  prefer  gray  or  black.  On  a 
custom  basis,  special  shapes  to 
.solve  particular  problems,  are 
worked  out.  Meeting  Rails  are  a 
case  in  point,  insect  seals  another. 

In  the  present  critical  situation 
as  regards  aluminum  and  other 
metals,  the  importance  of  wood 
windows  is  increasing.  Several  com¬ 
panies  who  have  confined  their  pro¬ 
duction  to  metal,  are  now  making, 
or  planning  to  make,  wood  win¬ 
dows.  Vinyl  plastic  spline  is  already 
being  used  in  wood  .screens  and 
tho.se  manufacturers  who  have  had 
(Cotitinurd  on  Page  29) 


Extruded  vinyl  shapes  ease  the  job  of 
screening  and  glazing  in  KD  operations 


:  mo.st  manufacturers  and  KD  a.s- 
.semblers. 

Glazing  Channel,  the  .second 
shape,  is  u.sed  to  .seal  the  glass  into 
the  window  frame  and  is  engi- 
•  neered  to  fit  each  window  frame. 
'.  Vinyl  plastics,  by  their  very  nature 
,  and  inherent  qualities,  stand  up 
’^better  in  all  kinds  of  weather,  look 
ffl better  and  do  a  more  efficient  job 
Hthan  other  materials.  They  are 


By 

B.  L  LEVISON, 


Sales  Promotion 
Mgr., 

The  Rex  Corp. 


Extruded  vinyl  plastic  spline 
has  been  giving  satisfactoryj 
.service  in  metal  screens  since' 


World  War  II  —  a  period  of  six 
years.  Metal  .storm  and  .sash  com¬ 
bination  windows,  which  were 
made  by  a  few  companies  shortly 
before  the  War,  became  very  popu¬ 
lar  in  the  po.st-war  period.  Hun¬ 
dreds  of  firms,  large  and  small,  are 
now  involved  in  manufacturing, 
assembling  and  selling  combina¬ 
tion  windows,  both  metal  and  wood. 
Along  with  this  tremendous  devel¬ 
opment,  extruded  vinyl  pla.stics 
have  contributed  greatly  to  im¬ 
proved  design  and  performance. 

In  general,  two  shapes  in  ex¬ 
truded  vinyl  plastic  are  used  by  an 
increasingly  large  .segment  of  the 
window  indu.stry.  Spline,  which  is 
made  either  soft  or  comparatively 
hard  (as  the  user  prefers),  is  made 


solid  or  tubular.  Tubular  Spline, 


Illustrations  courtesy  Hex  Corf. 


which  is  more  compressible  than  spline  secures  screen  in  Top  and  end  view  of  large  size  tubular 

the  solid,  seems  to  be  preferred  by  wood  frame  with  moulding  over  spline,  spline  hold  screen  in  aluminum  frame. 
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Awnings  Can  Be 

Sold  The  Year  Round 

Use  of  canopy  approach  aids  sales  of 
awnings  for  the  entire  house  in  any  season 


By  GROVER  A.  RICHARDS, 
Gen'l  Sales  Mgr., 
Youngstown  Industries,  Inc. 


ATOU  can  really  do  a  good  job  of 
selling  metal  awnings  the  year 
round  if  you  use  the  right  ap¬ 
proach.  Admittedly,  no  .sales  tech¬ 
nique  can  guarantee  .sales  during 
the  slack  .sea.son  but  an  intelligent, 
hard  working  .salesman  can  turn  in 
a  surprising  number  of  sales  by 
using  the  “canopy  approach.” 

As  every  experienced  awning 
man  know’s,  it  is  a  proven  fact  that 
canopies  can  be  sold  the  year 
round.  This  is  not  surpri.sing  since 
they  furnish  protection  again.st 
ALL  kinds  of  w’eather — snow,  sleet, 
rain,  or  .sun — and  customers  are 
therefore  as  receptive  to  sales 
arguments  in  June  as  they  are  in 
January. 

Sell  Canopy  First 

Once  a  canopy  is  .sold  it  should 
be  regarded  as  an  entering  wedge 
for  the  sale  of  a  complete  set  of 
window  awnings.  The  alert  .sales¬ 
man  will  not  fail  to  impress  on  his 
customer  that  just  as  canopies  pro¬ 
vide  year  round  protection  for 
doorways,  awnings  do  the  same  for 
windows.  Good  metal  awnings 
minimize  the  decay  caused  by  moi.s- 
ture  in  window'  woodwork  by  keep¬ 
ing  rain,  snow,  and  ice  off  those 


parts  which  are  often  poorly  pro¬ 
tected  by  paint  becau.se  they  are 
hard  to  reach  with  a  brush. 

Another  point  that  the  .sales¬ 
man  should  bring  up  is  that  win¬ 
dows  require  le.ss  cleaning  when 
they  are  protected  by  awnings  be- 
cau.se  dust  and  .soot  will  not  stick 
to  the  glass  panes  as  long  as  they 
are  dry.  You  can  be  sure  that  the 
housewife  will  appreciate  this 
point  as  window  cleaning  is  gen¬ 
erally  a  chore  that  most  hou.sewives 
dislike. 

Decorative  Aspect 

The  decorative  aspect  of  metal 
awnings  has  great  appeal  to 
women,  who  are  usually  more  color 
con.scious  than  men.  A  canopy 
adds  a  dash  of  color  to  a  hou.se 
which  .sets  it  off  from  its  neighbors. 
This  is  extremely  important  since 
many  homes  look  exactly  like  those 
on  each  side  of  them.  Thousands 
of  the  new  “economy”  homes  are 
exceedingly  plain  in  .style  and  about 
the  only  thing  which  will  make 
them  stand  out  from  the  adjoining 
hou.ses  is  a  full  set  of  awnings  and 
canopie.s.  This  applies  equally  well 
to  drab,  older  houses  whicK  badly 
need  .something  like  metal  awnings 
to  relieve  the  monotony  of  their 
appearance. 

The  color  angle  is  therefore  very 
important  in  .selling  to  women. 
Remember  that  many  a  housewife 
will  buy  a  complete  new  outfit  of 
clothes  to  match  a  new  handbag  or 


pair  of  shoes.  It  is  therefore  per- 
fecly  logical  to  point  out  that  since  0 
a  hand.some  canopy  makes  the 
house  look  much  more  attractive,  tj 
a  full  .set  of  awnings  will  obviously  ^ 
add  more  color  and  complete  the  H 
job. 

Of  cour.se,  you  don’t  want  to  ^ 
neglect  the  angle  of  personal  com-  " 
fort.  Once  you  have  gained  en-  |  i 
trance  to  the  home  by  .selling  a 
canopy,  point  out  that  awnings  |  j 
al.so  prevent  exce.ssive  heat  in  the  j] 
hou.se  by  keeping  the  sun  off  the  \  i 
window’  glass.  You  are  bound  to  j  i 
hear  the  customer  object  that  this  rj 
can  be  avoided  by  simply  pulling 
down  the  window  shade  or  Venetian  in 
blind.  ii 

Awnings  Are  Better 

The  answer  is  that  this  helps  a 
little  but  not  as  much  as  a  metal 
awning.  The  fact  is  that  the  sun 
shining  on  the  window  rai.ses  the 
temperature  of  the  air  between 
the  glass  and  the  shade  or  blind. 
The  hot  air  rises  into  the  room 
and  is  replaced  by  cooler  air  from 
below'  which  is  heated  in  turn  by 
the  sun.  Thus  there  is  a  continu¬ 
ous  current  of  warm  air  radiating 
away  from  the  w’indow'  all  over 
the  room.  On  the  other  hand  a 
metal  awning  keeps  the  sun  off  the 
window’  and  thus  prevents  the 
whole,  hot  air  cycle  just  described 
while  at  the  same  time  the  win¬ 
dow  can  be  kept  open  to  allow  cool- 
(Cuntivued  on  Page  32) 
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BUILDING  SPECIALTIES 


Ways  of  Financing 
Your  Sales 


Don't  rely  only  on  FHA  loans — there  are  other  ways 
of  helping  your  customers  buy  your  products 


Most  loan  institutions  consider  real  property  the  ideal  security. 


WE  are  now  in  a  period  of  rap¬ 
idly  ri.sing  prices  caused  by 
inflation.  The  increase  in  prices 
has,  fortunately,  not  hit  the  Build¬ 
ing  Specialties  industry  nearly  as 
hard  as  other  retail  busine.s.ses  for 
two  important  rea.sons,  (1)  there 
is  a  normal  tendency  in  a  period  of 
inflation  to  invest  in  real  property 
and  many  home  owners  are  there¬ 
fore  putting  their  money  into  home 
improvements  which  increase  the 
value  of  their  homes,  (2)  Glovern- 
ment  credit  is  still  available  under 
Regulation  W  on  very  liberal  terms 
to  finance  such  improvements. 

In  the  past  most  dealers  have 
relied  on  FHA  guaranteed  loans  to 
finance  their  .sales.  As  the  rearma¬ 
ment  program  proceeded  and  short¬ 
ages  began  to  cut  into  civilian  ma¬ 
terials  dealers  had  to  .shift  to  sub¬ 
stitute  materials  and  in  some  ca.ses 
to  different  products.  Many  dealers 
who  took  on  new’  products  found 
that  they  were  .sometimes  in  an  en¬ 
tirely  new  branch  of  the  specialty 


field  w’hich  has  problems  of  its  own 
when  it  comes  to  financing.  For 
e.xample,  appliances  are  not  cov¬ 
ered  by  Title  I  FHA  loans  and  for 
tho.se  who  went  into  the  kitchen 
business  this  is  an  important  mat¬ 
ter.  It  is  therefore  obvious  that  this 
is  a  good  time  to  ree.xamine  the 
various  ways  in  w’hich  it  is  po.ssible 
for  a  home  owner  to  finance  desired 
improvements.  The  customer  w’ho 
is  convinced  he  cannot  afford  the 
product  you  want  to  sell  him  can 
be  made  to  .see  things  in  a  different 
light  if  you  show  him  that  credit 
is  available  on  ea.sy  terms  that  fit 
within  his  budget. 

To  do  this,  however,  you  mu.st 
acquaint  yourself  with  all  the  pos¬ 
sible  methods  of  financing  that  ap¬ 
ply  to  your  field.  Once  you  have 
your  customer  sold  on  your  prod¬ 
uct  and  the  only  objection  is  the 
problem  of  financing,  find  out 
where  he  does  his  banking  and  who 
holds  the  mortgage  on  his  hou.se, 
then  consider  which  of  the  seven 


po.ssibilities  listed  below  applies 
be.st  to  his  particular  ca.sc.  If  you 
are  not  immediately  sure  which  fi¬ 
nancing  plan  is  be.st  or  po.ssible 
under  the  circumstances,  promise 
the  home  owner  that  you  w’ill  look 
into  the  matter  for  him  and  let 
him  know  as  soon  as  possible. 

Go  to  your  bank  and  in  .some 
cases  to  the  customer’s  bank  and 
discuss  the  problem  with  the  proper 
officials  who  will  be  glad  to  help 
you  work  out  .some  practical  plan. 
Here  are  the  .seven  suggested  plans 
for  financing  mo.st  home  improve¬ 
ments: 

1.  REFINANCING  THE 

MORTGAGE 

Thousands  of  home  owners  have 
paid  off  such  a  high  percentage  of 
their  mortgage  that  the  mortgagor 
is  intere.sted  in  refinancing  to  in¬ 
crease  the  mortgage  by  the  amount 
of  the  desired  improvement.  Give 
your  cu.stomer  an  accurate  esti¬ 
mate  of  the  cost  of  the  proposed 
installation  and  either  .see  the 
mortgagor  or  go  with  the  home 
owner  to  see  him.  The  advantages 
of  this  method  are — (a)  It  can  be 
u.sed  to  include  products  not  cov¬ 
ered  by  Title  I  FHA  loans,  (b) 
Small  payments  extended  over  a 
long  term,  (c)  Payments  are  part 
of  the  mortgage  in.stallments.  (d) 
Low  interest  rates. 

2.  OPEN-END  MORTGAGE— 

Type  I 

Your  customer  may  be  able  to 
obtain  an  open-end  mortgage  or 
refinance  his  home  with  one  that 
includes  your  in.staIlation.  If  he  has 
sufficient  equity  in  his  home,  he 
can  borrow  additional  funds  for 
modernization  without  increasing 

(Continued  on  Page  29) 
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A.  M.  Hotlen  to  Distribute 
Storm  Doors  for  Hess 
Planning  Mill  Co. 

Arthur  M.  Hotlen,  factory  rep¬ 
resentative  for  the  Hess  Planing 
Mill  Co.,  has  established  his  own 
firm,  the  Redwood  Storm  Window 
Co.,  at  6000  Lancaster  Avenue, 
Philadelphia  31,  Pa.  Open  since 
May  1st  of  this  year,  the  principal 
purpose  of  the  Redwood  Storm 
Window  Co.  is  to  provide  a  com¬ 
plete  storm  door  warehouse  for 
dealers.  It  is  the  only  completely 
stocked  storm  door  warehouse 
within  a  hundred  mile  radius  of 
Philadelphia  .selling  grade  A  Cali¬ 
fornia  redwood,  Mr.  Hotlen  says. 


A.  M.  Hotlen 


The  Redwood  Storm  Window  Co. 
also  carries  a  complete  .stock  of 
door  hardware.  Storm  doors  are 
.sold  wdth  or  wtihout  hardware.  All 
merchandise  is  sold  on  a  C.O.I). 
basis  with  a  guarantee  of  replace¬ 
ment  for  any  defects  in  manufac¬ 
ture. 

*  e  * 

Stylon  Revises  Packaging 
for  Over-Counter  Sales 

“You  just  can’t  overlook  the 
‘Handy  Andy,’  the  fellow  who  en¬ 
joys  doing  it  him.self,’’  declared  Jo¬ 
seph  Mass,  Stylon  Corporation 
president,  as  he  announced  the  Sty- 


.  REPORTER . . . 


Ion  headliner  for  1951. 

Pointing  to  a  dra.stic  revision  of 
packaging  for  ea.se  in  over-the- 
counter  sales  by  building  specialty 
dealers,  with  consequent  elimina¬ 
tion  of  inventory  problems,  Mr. 
Mass  emphasized  the  need  for  rec¬ 
ognition  of  the  problems  of  the 
home  craftsmen,  and  of  planning  a 
merchandising  program  to  fit  in 
with  the  needs  of  such  valued  cu.s- 
tomers.  “Unle.ss  we  do,’’  Mr.  Mass 
.said,  “that  tremendous  volume  will 
simply  go  down  the  drain.’’ 

Three  factors  blend  to  complete 
the  Stylon  Headliner.  Adequate 
promotion  aids  for  the  .specialty 
dealer,  economical  purchasing  for 
the  cu.stomer,  and  the  elimination 
of  inventory  problems  for  the 
dealer. 

Keynote  of  the  program  is  found 
in  the  packaging  which  does  not 
present  a  problem  for  regular  in- 
.stallers,  yet  opens  up  new  avenues 
of  approach  to  profitable  sales  to 
building  supply  customers  who  like 
to  do  it  themselves. 

♦  »  • 


Division.  He  came  to  Ludman  after 
nearly  a  quarter  of  a  century  of 
service  with  the  Detroit  Steel  Prod¬ 
ucts  Company  in  Detroit,  Michigan, 
where  he  held  various  e.xecutive 
sales  positions  including  that  of 
managership  of  the  Michigan  Sales 
Division. 


H.  M.  Jones 


F'or  30  years  Jones  grew  up  w’ith 
the  metal  window  industry  where 
he  has  become  known  as  one  of  the 
pioneers  in  metal  windows.  His  ac¬ 
tivities  at  Ludman  date  from  the 
introduction  of  Auto-Lok  Windows 
and  according  to  Hoffman,  “has 
played  an  important  part  in  the 
success  of  the  nationwide  Auto-Lok 
Window  sales.’’ 


H.  M.  Jones  Appointed 
Sales  Mgr.  by  Ludman 

Max  Hoffman,  pre.sident  of  the 
Ludman  Corporation,  manufac¬ 
turer  of  the  Auto-Lok  Aluminum 
Awning  Windows,  announced  the 
appointment  of  Hugh  M.  “Musty” 
Jone.s,  Miami,  as  Sales  Manager  to 
succeed  the  late  W.  S.  Shoffstall. 
In  his  new  position,  Mr.  Jones  w'ill 
have  charge  of  .sales  of  all  the  com¬ 
pany’s  products. 

Mr.  Jones  is  widely  known  in  na¬ 
tional  window  circles  and  has  for 
the  past  two  years  been  Manager 
of  Sales  in  the  Ludman  Auto-Lok 


*  *  t 

D.  N.  Arndt  Appointed 
By  Borg-Womer 

'The  appointment  of  Donald  N. 
Arndt  as  Assistant  General  Sales 
Manager  of  the  Marvel-Schebler 
Products  Division,  Borg-Warner 
Corp.,  was  announced  today  by 
Robert  J.  Minshall,  Vice  President. 

Prior  to  this  appointment,  Mr. 
Arndt  was  Service  Sales  Manager. 
He  was  formerly  a  resident  of 
Flint,  Mich.,  and  is  a  graduate  of 
General  Motors  Institute. 
{Continued  on  Page  34) 
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BUILDING  SPECIALTIES 


Don^t  Let  Them  Forget  You! 


Conn,  dealer  reminds  customer 
ei  his  services  by  sending 
them  novelty  calendars 


Joseph  Garland, 
owner  of  the 
Modern  Home 
Co.,  in  his  office. 


DON’T  let  ’em  forget  you !  Keep 
a  date  with  your  building  spe¬ 
cialty  customers  by  a  handy  desk 
calendar  which  when  referred  to 
daily  means  that  the  users  must 
alw'ays  keep  on  looking  at  the  firm’s 
signature  line  and  list  of  services 
which  it  offers.  This  silent  sales¬ 
man  thus  serves  as  a  constant  re¬ 
minder  and  is  in  the  home  or  office 
every  day  of  the  year.  It  is  one  of 
the  handiest  and  most  effective 
types  of  promotion  media  that  a 
dealer  can  use  to  remind  the  public 
that  he’s  always  available  for  their 
needs. 

Cost  Is  Low 

That  is  the  reason  why  Modern 
Home  Co.  of  Greenwich,  Conn., 
makes  it  a  practice  year  after  year 
to  .send  out  desk  calendars  both  as 
a  form  of  seasonal  greeting  and  for 
its  advertising  benefit.  Costing 
only  about  26<‘  each  with  a  little 
extra  for  mailing  in  a  special  en¬ 
velope,  this  expenditure  has  more 
than  repaid  itself  in  orders  and  in 
building  up  intangible  good-will 
which  ultimately  results  in  expand¬ 
ing  volume. 

“However,  we  don’t  send  them 
out  indiscriminately,”  explained  Jo¬ 
seph  Garland,  owner  of  the  com¬ 
pany.  “We  avoid  waste  by  making 
up  a  list  of  realtors  and  business 
men  as  well  as  satisfied  customers 
who  may  be  in  line  for  repeat  jobs. 
About  500  go  out  toward  the  end 
of  the  year  and  I  doubt  whether 
any  one  of  them  is  thrown  away 
or  di.scarded.” 

Since  Greenwich  is  a  high-income 


residential  community  of  expan¬ 
sive,  well-kept  homes,  this  dealer 
has  no  canvassers  making  house- 
to-house  calls.  Such  persons  might 
find  it  hard  to  obtain  entry  for  one 
thing.  In  that  area  of  stable  home- 
dwellers  with  little  transient  flow, 
practically  all  of  the  orders  come 
in  from  persons  who  know  of  the 
firm  or  who  have  been  acquainted 
with  the  work  it  does  by  neighbor¬ 
hood  installation.  For  that  reason 
a  handy  and  dignified  home  novelty 
like  a  desk  calendar  has  strong 
appeal. 

Another  effective  means  u.sed  to 
show  home-owners  what  the  firm 
has  accomplished  is  in  exhibit 
booths  at  home  shows.  For  example 
at  a  Better  Homes  and  Garden 
Show  put  on  by  the  Greenwich 
Woman’s  Club,  Modern  Home 
showed  not  only  its  principal  prod¬ 
ucts,  but  even  put  one  of  its  deliv¬ 
ery  trucks  in  the  booth.  An  attend¬ 
ant  was  on  hand  at  all  times  to 
explain  inquiries  and  to  pass  out 
manufacturers’  literature,  as  well 
as  to  take  down  orders. 

Newspaper  advertising,  of 
cour.se,  is  a  must.  A  5-inch,  double 
column  ad  is  inserted  every  Tues¬ 
day  on  the  building  page  of  the 
“Greenwich  Time,”  the  town’s  only 
daily  new.spaper.  Supplementing 
this,  however,  is  a  classified  ad 
which  runs  every  day  under  the 


heading  of  “Busine.ss  Services.” 
This  ad  li.sts  the  building  .special¬ 
ties  available  and  offers  a  free  esti¬ 
mate.  Since  there  is  usually  no 
competing  cla.s.sified  li.sted,  this 
form  of  advertising  has  brought  in 
more  inquiries  than  even  the  di.s- 
play  space. 

Sales  Staff 

The  .sales  staff  consists  of  two 
men  (besides  the  owner),  all  of 
whom  are  qualified  closers.  They 
are  paid  on  a  straight  .salary  basis 
with  a  bonus  arrangement  for  vol¬ 
ume  over  a  definite  quota.  Prefer¬ 
ence  in  recruiting  is  made  for  local 
men  who  not  only  know  their  way 
around  the  area,  but  may  be  per- 
.sonally  familiar  with  .some  of  the 
pro.spects,  thus  making  their  .sales 
job  that  much  easier.  They  go  out 
on  .selected  leads  after  a  four  or 
five  weeks  training  period  by  Mr. 
Garland. 

Whenever  possible,  the  .salesman 
makes  it  a  practice  to  take  a  pros¬ 
pect  by  automobile  to  a  nearby 
home  in  which  an  installation  has 
been  completed  of  a  building  spe¬ 
cialty  in  which  the  prospect  is  in¬ 
terested.  One  such  demonstration 
in  action  is  worth  more  than  hours 
of  sales  talk  and  even  exceeds  pic¬ 
tures  of  the  job.  Sometimes  ar- 
(  Continued  on  Page  33) 
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New  Literature  On  Fenestra 
Casement  Windows 

“Fenestra  Hot-Dip  Galvanized 
Apartment  Casement  Windows”,  a 
new  catalog  by  Detroit  Steel  Prod¬ 
ucts  Company,  describes  mainten¬ 
ance-free  steel  casements  for  multi¬ 
family  dwelling  units.  The.se  win¬ 
dows  require  no  painting,  except 
when  desired  for  decorative  pur- 
l)o.ses,  and  are  now  being  galvan¬ 
ized  in  Fenestra’s  own  hot-dip  gal¬ 
vanizing  plant  believed  to  be  the 
only  plant  in  this  country  designed 
especially  for  the  treatment  of  .steel 
windows. 

*  *  * 

New  Redwood  Storm  Window 
And  Doors  Available 

Now’  available  are  Redwood 
storm  windows  and  storm  doors 
made  by  the  Hess  Planing  Mill  Co. 
The  windows  and  doors  are  Cali¬ 
fornia  all  heart  grade  redwood. 
The  windows  are  one-over-one  type 
and  feature  no  draft  ventilation  at 
no  extra  cost  which  does  not  black 
out  any  light  area,  Lumite  .screen¬ 
ing,  clear  .spar  varnish  finish,  and 
are  cu.stom  built  for  e.xact  fit. 


The  doors  are  of  nine-lite  design, 
with  marine-glazed  inserts.  Screen¬ 
ing  is  antique  bronze  material  with 
four  horizontal  bars,  and  is  spline 


constructed  for  tightness.  The  mas¬ 
ter  frame  is  li/j."  thick  and  like  the 
.screen  and  glass  inserts  are  fas¬ 
tened  with  hardwood  dowels.  No 
nails  are  u.sed  and  the  kiln  dried, 
grade  A  California  redwood  is  fin¬ 
ished  with  two  coats  of  clear  spar 
varnish. 

*  «  * 

Albert  Products  Co.  Develops 
New  Wood  Combo  >Anndow 

Albert  Products  Co.  has  devel¬ 
oped  a  wood  combination  storm  and 
.screen  window  which  is  now  avail¬ 
able  to  dealers.  It  is  stained  Golden 
Oak  and  needs  no  painting.  Treated 
with  Woodlife,  it  w’ill  not  warp,  rot 
or  shrink  and  has  an  overlap  for 
ea.sy  fitting. 

It  has  an  aluminum  vent  and 
bronze  wire  .screen.  It  is  self  stor¬ 
ing  and  requires  no  flimsy  springs 
to  hold  up  the  screen  or  glass  in- 
.sert.  It  comes  prefitted  for  custom 
fitting  if  desired.  Rapid  deliveries 
and  prices  that  are  very  low. 

*  ♦  « 

Samcoe  Introduces  Weather 
Vane  Roof  Cupola 

The  addition  of  a  cupola  to  carry 
a  weather  vane  with  animals,  birds 
and  other  wrought  iron  designs  is 
sweeping  across  America  right 
now. 

To  make  this  addition  to  homes 


where  owners  are  anxious  to  sup¬ 
ply  this  touch  of  individuality — the 
Wm.  J.  Samcoe  Iron  Co.  has  de¬ 
signed  an  economical  well-propor¬ 
tioned  cupola  that  may  be  readily 
adjusted  to  fit  most  any  angle  roof. 

The  cupola  is  precision  built  of 
white  pine  with  a  metal  roof — and 
with  weathervane  added — makes  a 
smart  fresh  touch  to  the  home  of 
today.  It  is  being  manufactured  in 
two  size.s — 21”  x  21"  x  26"  and  31" 
X  31"  X  36".  Side  louvres  are  open 
and  the  cupola  makes  an  ideal  roof 
ventilator  in  removing  large  vol¬ 
umes  of  warm  damp  air. 

*  «  4r 

New  Fedders  Room 
Air  Conditioners 

Fedder.s-Quigan  Corp.,  has  in¬ 
troduced  a  new  line  of  room  air 
conditioners  featuring  this  one- 
third  ton  model  which  is  especially 
engineered  and  styled  for  use  in 
bedrooms.  Listed  as  Model  WH14, 
this  unit  will  retail  for  only 
$249.95,  which  is  the  lowest  priced 
room  air  conditioner  ever  pro¬ 
duced  by  Fedders. 


The  new  1951  line  comprises 
four  other  window  models  with  full 
half  ton  and  three-quarter  ton  cool¬ 
ing  capacities  and  six  consoles 
which  range  from  three-quarter 
ton  to  one-and-one-half  ton  capaci¬ 
ties. 

{Continued  on  Page  38) 
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'Worth  its  weight  in  gold." 

'We  think  your  Manual  is  terrific." 

'The  Bible  of  the  Industry." 

That's  What  Dealers  Say  About 
ROOFING.  SIDING  &  BUILDING  SPECIALTIES  MANUAL 


Don't  Miss 
These  Important 
Articles  in  the 
1951  Edition! 


*  A  COMPLETE  SECTION  DISCUSSING  IN 
DETAIL  ALL  TYPES  OF  PRIMARY  AND 
COMBINATION  WINDOWS. 

*  ALL  TYPES  OF  METAL  AWNINGS.  DE¬ 
SCRIBED  AND  DISCUSSED  IN  DETAIL. 

*  ARTICLES  ON  METAL  AND  PLASTIC 
TILE,  GARAGE  DOORS  AND  OPENERS. 
AND  DOZENS  OF  OTHER  PROFITABLE 
SPECIALTY  ITEMS. 

*  COMPLETE  SECTIONS  ON  SELLING, 
TRAINING  SALESMEN.  ADVERTISING, 
BUILDING  YOUR  VOLUME,  ttc. 

ISO  pages  crammed  full  of  valuable  informa¬ 
tion  on  EVERY  phase  of  your  business.  Every 
deoler  will  wont  copies  to  help  him  mohe  more 
money. 


BUILDINa  SPECIALTIES  ■ 

425  —  4«h  Ave..  New  York  IS.  N.  Y.  J 

Pltoia  Mod  mo . copIm  oi  Uia  1951  I 

Roofinq,  SIdinq  and  BuUdinq  Spocialtiat  ManuaL  j 


ORDER  NOW! 


COMPANY  .  I  POST  PAID 


'0 

preserve  the 

KoUclaxs 


It  Hn  oBti 


m  To  prolerl  your  intereyts  and 

preserve  the  popularily  of  the 
KolaplaHs  .\iuininum  Storiii 
Vi  indow  we  are  ronlinuinf;  lo  make  Rood  deliveries 
in  spile  of  many  restrirlions.  ronirols,  and  shortapes. 
The  famous  features  of  Rolaglass  windows  such  as 
fiiiRer-tip  ronlrol.  noiseless  roller  glide,  inside  installa- 
lion,  and  snug-fittinR  inlerlorking  devire  have  ar- 
rounled  for  the  wide-spread  customer  acreptanre. 
This  we  want  lo  mainlain.  You  ran  he  sure  we  are 
doing  our  best  to  answer  your  problems. 


BUI-We’re  still  making  pjompWelivery' 


(IT  aluminum 

Req  Trademark  —  Pol  U.  S  A  STORM  WINDOWS 

FOR  OUTSWINGING  CASEMENT  WINDOWS 


'ojLAazAss  f-:QL  ip\ff:\T 

0^.11 Li rT-rT  u  m 

COA/PA.V}  ,  /AC. 


Make  More  Window  Sales 

l/V  SIM-PLEX 

/  //  .  ...  the  combination 

/  yy  //  'i  screen  and  storm  sash  that 
i  y/  // /  fits  every  home-owner’s 
t  /  /  budget! 


YOUR  COST  $7.67 
F.O.B.  Detroit 
Size  28"  X  55" 


•  Made  of  “Woodiife" 
treated  Ponderosa  Pine. 

•  Interchangeable,  light¬ 
weight  screen  and  win¬ 
dow  iiicerfs. 

•  Stained  finish  —  can  be 
varnished  or  painted. 

•  Built  -  in,  trouble  -  proof 

Write  TODAY  or  call  for  ALL  vcnfiliAnrc 

Iho  fach  on  fhe  SIU-PL'-V  wi'-  vcnriiafors. 

dow  ...  also  our  line  of  CASE-  a  Easily  inexaensive.v  in- 
MENT  STORM  WINDOWS  made  “V,'''’ 

to  fit  every  type  of  casement  Stalled, 

window.  .  .  .  and  meny  other  features 

Ooeri  and  Basements  available.  that  SELL! 


IDA  PRODUCTS  COMPANY 

1909  E.  Forest  Avenue  Detroit,  Mich. 

TEMPLE  3-8800 
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Aluminum  Situation 

(Continued  from  Page  15) 

continue  with  only  50'/  of  their 
metal  needs  plus  any  war  contracts 
they  can  pick  up. 

Reports  from  the  field  indicate 
that  in  spite  of  all  the  talk  about 
ffiving  war  contracts  to  small  busi¬ 
ness  very  few  manufacturers  are 
able  to  get  armament  subcontracts. 
This  e.xplains  the  strong  trend 
to  wood  in  the  storm  window 
busine.ss. 

-Tit- 

Porch  Enclosure 

(Continued  from  Page  16) 

u.sed  successfully  by  many  dealers. 
The  vertical  porch  paneling  u.sed 
here  may  not  be  suitable  for  some 
jobs  where  horizontal  lines  are 
preferred.  You  can  easily  substi¬ 
tute  a  bulkhead  with  front  and 
back  paneling  or  siding  to  match 
the  re.st  of  the  hou.se  although  this 
is  apt  to  require  an  inner  frame  of 
2  X  4’s  which  is  more  co.stly.  The 
method  shown  in  the  diagrams  is 
extremely  economical  and  enables 
you  to  offer  the  job  at  a  very  rea.s- 
onable  price  so  try  to  persuade 
your  prospect  to  let  you  u.se  this 
construction. 

The  materials  used  on  the  job 
are  available  at  any  lumber  yard 
and  the  tools  required  are  those 
that  would  be  found  in  any  car¬ 
penter’s  kit.  A  small  power  .saw 
will  speed  the  work  and  cut  time 
on  the  job.  If  you  have  a  rea.son- 
ably  well  equipped  shop  and  have 
taken  careful  measurements,  you 
can  cut  practically  all  the  lumber 
you  need  for  the  work  and  then  as¬ 
semble  all  the  parts  on  the  job  with 
the  least  amount  of  fuss  and  mu.ss 
for  the  cu.stomer’s  premi.se.s. 

However,  if  you  make  a  slight 
mi.stake  in  your  measurements 
then  you  will  waste  a  good  deal  of 
lumber.  For  this  reason  .some  deal¬ 
ers  prefer  to  cut  all  wood  on  the 
job  as  it  is  required  although  there 
may  be  a  big  clean  up  job  after¬ 
wards. 


beautiful  new 
GLASS  LOUVERED 
with  Eternal  Red  Wood  Frame! 


NEWEST,  FINEST  .  .  .  Already  the  fast¬ 
est  selling  glass  louvered  (Venetian)  Win¬ 
dows  .  .  .  WINDO-TITE  is  a  WINDOW 
designed  and  produced  by  window  men,  who 
know  window  problems. 

You  can  cash  in  on  the  fast  growing  market 
for  glass  louvered  windows.  Their  popularity 
is  spreading  to  every  section  of  the  country. 

Every  building,  old  or  new,  is  a  prospect. 
Endless  applications. ..windows,  doors,  breeze- 
ways,  porch  enclosures,  store  front  ventilators, 
hospitals  and  schools.  Owners  praise  their 
modern  beauty,  utility  and  durability. 
Architects  everywhere  are  specifying  them. 

WINDO-TITE  is  precision-built.with  remov¬ 
able  inside  screens  and  storm  sash.  Standard 
casement  window  stock  sizes;  also  custom  sizes 
to  fit  any  opening.  Simple,  speedy  installation. 

Some  dealerships  still  available.  Write,  today,  giving  full 
particulars  about  your  company. 

LUDMAN  CORPORATION 

DEPT.  BS-5,  P.  O.  BOX  4541,  MIAMI,  FLORIDA 

Manufacturers  of  nationaffy  known  Auto  Lok  Afuminum  Awning  Windows 


Waterproofing 

(Continued  from  Page  18) 

type  of  coating  will  redu:e 
efflorescence  (white 
stains)  to  a  minimum.  The 
efflorescence  is  caused  by 
the  penetration  of  mois¬ 
ture  which  dis.solves  .solu¬ 
ble  salts  thus  causing 
them  to  appear  at  the  sur¬ 
face. 

Thus,  a  new  indu.stry  has  been 
born,  or,  .should  I  .say,  an  old  prob¬ 


lem  has  been  .solved,  that  offers  a 
lucrative  field  to  progressive  con¬ 
tractors  and  building  specialty 
dealers.  The  dealer  can,  with  a.s- 
surance,  undertake  contracts  to 
cure  properties  that  have  problems 
with  water  .seepage  and  efflore¬ 
scence.  There  is  a  real  necessity 
exi.sting  today  on  all  kinds  of  mas¬ 
onry  constructions  where  this  pro¬ 
tection  is  sorely  needed. 

The  advantages  w’hen  the  propf  r 
formula  of  .silicone  resins  is  used 
(Continued  on  Page  28) 
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BUILDING  SPECIALTIES 


WtAIIIEB-TiTE'S 

GETTER 


Note 

the 

NEW 

Picture 

Frame 

Style! 


Here  s  WEATHER-TITE'S  new. 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  WEATHER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  FEnasI  kiln-drlMl  CalHwnia 

Radw*«4  . . . 

•  BwlH-ln  vantilcrtar  al  n*  ax- 

Ira  charge  .  .  . 

I  •  iatlatl  af  all  la  Install  .  .  . 

•  Thraa  weak  aiaxiniwai  Sa¬ 

livary  . .  . 

•  ANractiva  matt  anS  salat 

aMs  la  Incraata  yaur 
prails. 

Get  on  the  Profit  Band  Wagon!  Get 
WEATHER-TITE,  the  Combination 
Windows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 

WRITE  •  WIRE  •  PHONE 


Weaihek-Tiie 

1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


Waterproofing 

{Continued  from  Page  27) 

may  be  summarized  by  the  follow¬ 
ing: 

1.  Excellent  as  a  water-repel¬ 
lent  treatment  for  mason¬ 
ry  and  cement  paints. 

2.  Quick  to  develop  water-re- 
pellency  after  application. 

3.  Versatile,  performing  well  i 
on  most  types  of  masonry,  j 

4.  Easy  to  apply  by  spraying  j 
or  brushing. 

5.  Readily  applied  at  temper-  ; 
atures  as  low  as  15°F. 

6.  Clear  and  invisible,  caus¬ 
ing  no  change  in  appear¬ 
ance  of  structures. 

7.  Highly  effective  again.st 
efflorescence. 

8.  Penetrating,  insuring 
maximum  durability. 

9.  Protects  and  makes  water- 
repellent  cement  paints  of 
all  types,  thus  producing 
much  greater  life  and  bet¬ 
ter  appearance. 

The  depicted  photographs  illu.s- 
trate  a  few  places  where  these 
products  can  be  u.sed.  The  small 
treated  block  with  water  globules 
setting  on  it  and  straddling  the 
crack  illustrate  how  effectively  the 
product  works. 


Embarrassing  Pause 

{Continued  from  Page  17) 

he  has  confidence.  If  convenient, 
let  him  visit  a  u.ser  of  the  product 
where  he  can  have  the  opportunity 
of  asking  confidential  questions  to 
confirm  the  sales  points  claimed  for 
the  product.  Patience  is  the  word 
to  remember  in  dealing  with  the 
timid  prospect. 

These  are  only  general  categor¬ 
ies.  You  may  break  them  down  into 
specific  groups  and  slant  your  pre¬ 
sentations  even  more  closely.  The 
more  you  study  your  prospects  in 
the  light  of  these  groups,  the  more 
you  will  be  able  to  understand 
and  anticipate  them. 

It’s  a  smart  salesman  who  re¬ 
alizes  that  one  shoe  doesn’t  fit  all 
kinds  of  feet. 


MILES  AHEAD  of  PUTTY 


^  Unlike  putty,  Armstrcng's  33  Glotiog  Com¬ 
pound  is  iLASTIC.  Never  gets  rock-hord. 
Won't  crock,  crumble  or  chip  off  in  service. 
Provides  LASTING  protection. 

^  InoMpensive  33  works  equolly  well  on  either 
wood  or  metal  sosh,  eliminating  the  need  for 
you  to  corry  two  grodcs  of  putty. 

^  Sell  33  and  you  reduce  inventory,  use  less 
shelf  spoce,  MAKE  MORE  MONEY  on  every 
sole.  Write  our  neorest  office  todoy  for  FREE 
Sample  ond  dealer  prices. 


The  ARMSTRONG  CO. 

Detroit  17  Chicago  9  Dallas  1 
721  South  4th  Street,  Richmond,  Californio 


PROCESS 

.  . .  coals  aluminum  or  sieel  by  the  mile. 
Produces  a  finish  that  will  not  crack, 
craze,  chip,  peel  or  chalk.  Outlasts  all 
others  in  scientific  Wcatherometer  tests. 

We  also  do  forming, 
slitting  and  shearing 

NOTE:  tVe  cannot  guarantee  an 
inexhaustible  supply  of  either 
steel  or  aluminum.  However,  we 
c^guarantee  100%  service  in  pro¬ 
cessing  and  coating  your  metal. 
Since  metals  are  scarce,  put  yours  to 
the  best  use.  Give  them  the  best  possi> 
ble  coating  and  make  the  best  possible 
profit. 

Ask  for  details 

ARROW  METAL  PRODUaS  Corp. 

Third  Avenue,  Haskell,  N.  J. 
Pemplon  lakes  7-1820 
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MAKE  A  GOOD  PRODUCT  EVEN  BETTER 


REXTRUDE* 

SPLINE  &  GLAZING  CHANNEL 


Ifttunis  the  sufMfriority  of 
Screens  •  Windows  *  Combinotions 


REXTRUOr  GUZING  CHANNa 
IS  B4GiNEaa>  TO  SEAL  &  HOLD 
GLASS  IN  FRAME.  ACTUALLY 
MAKB  IT  WEATHERFROOF. 


RiXTRUUr  SPLINE  HOLDS 
&  KE^  SCREEN  IN  FRAME 
—  AVAILABLE  IN 
SOLID  OR  TUBULAR 


1.  Raxtrude*  spline  end  9la»ng  chwmet  is  Hie  qpialitv 
product  of  tlie  industry  —  has  she  years  of  research 
and  experience  behind  it. 

2.  Rextrude*  is  perfect  for  use  in  screens,  windows, 
doors,  jalousies  in  addition  to  storm  windows.  . 

3.  Rextrude*  is  unaffected  by  sun,  rain,  ice,  or  heat, 
impervious  to  moisture  and  most  chemicals. 

4.  Rextrude*  spline  can  be  used  in  metal  or  wood  frames 
with  metal  or  plastic  screening.  Made  to  fit  required 
diameter  in  either  solid  or  tubular  form. 

5.  Rextrude*  glazing  channel  Is  normally  made  on  a  cus¬ 
tom  basis  to  meet  particular  spadRcations. 

Write  today  for  descriptive  InformoHon.^samples  and  prices. 


The 

Dept.  A1 


REX 


*R*g.  U.  S.  r*t.  Off. 


CORPORATION 

51  Landsdowne  Street,  Cambridge  39,  Mass. 


Plastic  Splines  ' 

{Continued  from  Page  20) 

experience  with  this  type  of  spline,  ; 
find  it  is  completely  satisfactory.  , 
It  is  rolled  into  the  routing  in  the 
wood  screen  frame  in  the  .same  way 
as  it  is  done  on  metal  screen 
frames. 

The  u.se  of  Glazing  Channel  on 
wood  windows  probably  has  yet  to 
be  explored.  However,  in  the  extent 
the  new  wood  combination  can  be 
designed  in  shapes  similar  to  many 
of  the  metal  extrusions  and  rolled 
sections,  it  should  be  comparatively 
simple  to  fit  Glazing  Channels  to 
same. 

All  in  all,  extruded  vinyl  Spline 
and  Glazing  Channel  have  gone 
along  with  the  development  of 
combination  metal  windows  and 
have  contributed  immen.sely  to  im¬ 
proved  design,  quality  and  per¬ 
formance.  Given  the  .same  oppor¬ 
tunity,  the  .same  procedure  can  un¬ 
doubtedly  be  repeated  in  the  com¬ 
bination  wood  window  field. 

In  line  with  the  deepening  scarc¬ 
ity  of  metals,  more  and  more  man-  | 
ufacturers  are  turning  to  pla.stic 
.screening.  Although  many  metal 
.screen  companies  have  been  using 
this  type  of  .screening  for  years,  its 
u.se  in  wood  for  screens  is  compara¬ 
tively  recent.  Producers  of  Saran  i 
pla.stic  .screening,  recommend  the 
u.se  of  pla.stic  .spline  instead  of 
staples  and  or  twisted  paper  spline. 

The  time  may  come  when  .storm 
windows  and  screens  will  be  100% 
plastic,  since,  in  addition  to  the 
items  already  mentioned  (.spline, 
glazing  channel,  screening)  .some 
development  work  has  been  done 
on  producing  a  pla.stic  frame.  How-  - 
ever,  many  formidable  obstacles 
must  be  overcome  before  a  pla.stic 
frame  can  come  into  general  use. 


/  How  To  Sell  and  ' 
;  Promote  ATTIC  FANS—  J 


/  Read  this  practical  t 
^  article  in  the  / 

/  JULY  ; 
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Financing 

(Continued  from  Page  22) 

the  amount  of  the  monthly  pay¬ 
ments,  in.stead  the  number  of  pay¬ 
ments  is  increa.sed. 

3.  OPEN-END  MORTGAGE— 
Type  II 

Under  this  type  of  open-end 
mortgage  the  total  number  of  pay¬ 
ments  remains  the  .same  but  the 
amount  of  each  paj'ment  is  slightly 
increa.sed. 

The  advantages  of  both  types 


are — (a)  No  down  payments,  (b) 
Each  payment  is  small  and  is  ex¬ 
tended  over  a  long  time,  (c)  Low- 
interest  rates,  (d)  Payments  are 
made  as  part  of  the  customer’s 
present  monthly  mortgage  install¬ 
ments. 

4.  FHA  TITLE  I  LOANS 

This  is  the  financing  with  which 
most  dealers  are  familiar.  It  is 
available  for  most  but  not  all  home 
modernization.  Under  Regulation 
W  a  10%  down  payment  is  required 
(Continued  on  Page  31) 
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The  following  column  is  a  continuation 
of  a  series  on  "How  To  Become  a  Good 
Closer"  by  George  Kellogg  which  began  in 
the  May  issue. 

STATISTICS  in  the  window  busi¬ 
ness  show  that  one  sale  will 
result  out  of  every  three  demon¬ 
strations,  and  if  that  is  true,  five 
evenings  at  three  demonstrations 
an  evening  will  result  in  five  sales 
a  week.  That  kind  of  selling  puts 
you  in  the  $7,000  to  $10,000  a  year 
class,  so  let’s  take  up  the  number 
one  close,  to  wit : 

1.  (Qualification  After  Demon¬ 
stration  (window  measurements 
must  be  secured  in  the  daytime 
canvass). 

(a)  Get  permi.ssion  from  the 
hou.sewife  to  measure  the  house 
in  your  daily  canvass. 

(b)  Hie  your.self  to  a  coffee 
shop  or  some  private  place  and 
price  those  measurements  on  a 
work  sheet. 

(c)  Make  up  the  order,  putting 
in  everything  but  the  down-pay¬ 
ment  and  terms. 

(d)  Call  in  the  evening  at  this 
prospect’s  house  and  demon¬ 
strate  the  window  to  the  hus¬ 
band  and  wife. 

Now  you  have  completed  all  the 
preliminaries  to  close  Number  One 
outlined  above. 

As  soon  as  your  demonstration  is 
completed,  turn  to  the  wife  and 
speak  to  her  first,  u.sing  the  fol¬ 
lowing  technique  which  I  call  “the 
clincher,’’  “Mrs.  Smith,  I  have 
shown  you  the  many  advantages 
and  features  of  this  beautiful  storm 
window,  and  I  would  like  to  ask  you 
a  question. 

“Hone.stly,  now,  you  do  like  this 
storm  window,  don’t  you,  Mrs. 
Smith?’’ 

Note:  Remember  your  sales  prin¬ 
ciple  that  people  will  always  say 
they  like  your  product,  but  they 
will  never  say  they  will  buy  it.  Most 
of  the  time  the  housewife  will  say 
she  likes  it. 

Continued  in  the  July  issue 


A  2-Track  Aluminum  Combination 
Window  Made  Just  for  You! 

ir  Rifid  Construction  it  All  Extruded  Aluminum 

it  Extra  LarfO  Lift  ^  Top  and  Bottom  Ventilation 

it  No  Unnecessary  Cad^ets  it  Triple  Action 

it  Simplicity  it  Custom  Built 

it  Noise  and  Draft-Free  it  Full  Length  Interlocking  Meeting  Rail 

We  ore  doing  oil  in  our  power  to  fill  orders  to  our 
present  market. 

We  will  welcome  your  contacting  us  but  can't  promise 
to  fill  your  order  immediately.  Rest  assured  we  will 
do  so  as  soon  as  our  supply  permits. 


WA  2-7808-3566 


228  NEW  STREET 


''DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 
Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Immediat.  Shipment  —  Lewttt  Prices  •  Ask 
About  Koisor  Shod.  Sermning  in  Aluminum 
Pramot— Koopt  Rooms  Up  to  20  Dsgroos  Coolorl 
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Financing 

(Contuiued  from  Page  29) 

with  30  months  for  completion  in 
monthly  installments.  It  is  almost 
invariably  financing  which  is  in  ad¬ 
dition  to  the  customer’s  pre.sent 
home  mortgage.  Its  advantages  are 
that  it  is  usually  ea.sy  to  obtain 
and  generally  has  low  interest  and 
carrying  charges. 

5.  TI.ME  PAYMENT  FINANCING 
While  this  is  least  likely  to  be 

used  by  most  dealers,  it  may  be  de¬ 
sirable  under  certain  circum¬ 
stances.  The  dealer’s  bank  may  be 
willing  to  work  out  a  payment  ar¬ 
rangement  for  the  customer.  The 
dealer  may  use  his  own  initiative 
to  interest  a  finance  company  in 
the  propo.sed  installation  provided 
the  customer  has  good  credit  stand¬ 
ing.  Always  remember  that  cu.s- 
tomers  often  have  more  ways  of 
financing  home  modernization  than 
they  realize  and  often  just  have  to 
be  told  about  them.  Often  they 
don’t  or  won’t  take  the  initiative 
in  financial  matters  unless  the 
dealer  takes  the  trouble  to  interest 
a  lender  in  their  needs.  However, 
NEVER  try  to  interest  a  lender  in 
a  deal  for  your  prospect  without 
first  carefully  explaining  the  mat¬ 
ter  and  getting  his  permission. 

6.  UNIT-BY-UNIT 

MODERNIZATION 
This  is  a  sort  of  pay-as-you-go 
sy.stem  which  can  be  applied  to 
.some  specialties  such  as  kitchens, 
tiling,  and  others.  By  planning  the  ; 
entire  installation  with  your  cu.s-  ; 
tomer  and  then  arranging  to  carry  ^ 
out  the  plan  over  a  period  of  time  ; 

(Continued  on  Page  32)  ! 


To  keep  heat  in  for  out)— to  seal  all  openings  around  glass,  shingles, 
to  seal  nail  holes ...  and  for  every  other  job  where  caulking  is 
required— use  CALBAR  CAULKING  COMPOUND— it’s  ELASTICIZED! 
Non  hardening,  non-staining  and  adhering  perfectly  to  ANY  surface, 
it  is  conveniently  available  in  a  complete  line  of  grades  for  knife  or 
pressure  gon .  . .  and  a  full  selection  of  colors,  including  Calbar 
Aluminum  Caulk  O-Seal  for  Aluminum  Siding  and  Storm  Windows. 


CALBAR  PAINT  &  VARNISH  CO. 


Manufacturers  of  Technical  Products 

2612-26  North  Martha  Street, 
Philadelphia  25,  Pa. 

Your  Jobber  Can  Supply  You 


From  a  letter  just  received  by 

BUILDING  SPFXIALTIES 


r  i.  i 


AnencM  WMc  improvemuit 


HOW  ABOUT  YOU? 


)1A^. 


Use  the  coupon  now  so  you  do  not  miss  an  issue 


BUILDING  SPECIALTIES 

42S  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  send  me  Batlding  For  one  year  (12 

monthly  issues)  of  $3. 

Bill  Me  □  or  Check  CnclosedG 

My  Nome  . 

Position  . 

Cempony  . 

kddrets  . 

□  Dealer  □  Distributer  Other . 


WmUL/TE 

iSSiiSMiilli 
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Financing 

(Continued  from  Page  31) 

with  successive  partial  installa¬ 
tions  until  completion,  you  can  of¬ 
ten  make  a  sale  that  would  other¬ 
wise  be  impossible. 

The  advantages  of  this  method 
are — (a)  No  financing  is  necessary, 
(b)  You  and  the  customer  can  de¬ 
termine  the  length  of  time  to  com¬ 
plete  the  installation,  (c)  There  are 
no  interest  payments,  (d)  The 
dealer  gets  paid  cash  for  each  unit 
in.stalled.  (e)  The  customer  can 
begin  enjoying  the  u.se  of  the  most 
helpful  units  immediately. 

7.  INCLUSION  UNDER 

ORIGINAL  .MORTGAGE 

Any  product  you  sell  can  be  in¬ 
cluded  in  the  original  mortgage 
when  a  customer  is  building  or  buy¬ 
ing  a  new  house.  This  is  not  a  ques¬ 
tion  of  finance  but  rather  of  sale.s- 
manship.  The  alert  dealer  who 
keeps  tabs  on  all  the  new  construc¬ 
tion  in  his  district  will  not  fail  to 
look  up  the  prospective  owner  or 
the  builder  and  .sell  him  on  the  ad¬ 
vantages  of  the  product.  Custom¬ 
ers  are  much  less  likely  to  worry 
about  the  cost  of  an  added  comfort 
or  convenience  which  can  be  in¬ 
cluded  under  the  original  mortgage 
than  they  are  later  on. 


Metal  Awnings 

(Continued  from  Page  21) 
ing  breezes  to  enter  the  home. 

You  should  also  hammer  home 
the  point  that  metal  awnings  pre¬ 
vent  the  sun  from  fading  expensive 
carpet.s,  draperies,  and  rugs  —  a 
matter  about  which  all  hou.sewives 
are  concerned. 

As  for  the  home  owner  himself, 
your  line  of  attack  should  be  the 
ea.sy  terms  of  payment,  freedom 
from  maintenance,  year  round  pro¬ 
tection  from  all  the  elements,  per¬ 
manence  and  durability,  and  the 
very  satisfying  fact  that  metal 
awnings  do  not  have  to  be  taken 
down  and  put  up  as  the  seasons 
change. 

These  facts  are  well  known  to 
the  experienced  awning  dealer 


Laboratory: 

70  Vesey  St..  N.  Y..  N.  Y 


Main  Offices; 

27  Mountain  W. 

Worcester  6.  Mass..  Phone:  64391 


\  TO  THE  TRADE 


Wifisulite  is  still  moking  the  finest  olum  num  Combinotion  Storm 
Windows  ond  Screens  on  the  market  —  ond  our  dealers  ore  con¬ 
tinuing  to  sell  them. 

Of  course,  we  are  subject  to  cut-bocks  but  os  long  os  government 
regulations  permit  us  to  continue  producing  Winsulite  Products,  we 


HY  KATZ,  Prnideiit 

WINSULITE  MFC.  CO. 

717-29  N.  Central  Avenue  Baltimore  2,  Md. 

Phone:  EAttern  6868 
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and  salesman.  But  l)efore  you  can 
fret  a  chance  to  tell  this  very  con- 
vincinfT  story  to  the  home  owner 
and  his  wife  you  need  a  proper 
approach  to  fret  you  into  the  house 
where  you  can  make  an  appoint¬ 
ment  for  a  full  demonstration. 
The  canopy  sale  is  an  easy  way 
of  doinfr  this.  Try  it,  you  will  be 
pleasantly  surpri.sed. 


Conn.  Dealer 

(Cotifitnad  from  Page  24) 

raiifrements  can  be  made  to  have 
the  pro.spect  talk  it  over  with  the 
satisfied  user  and  iron  out  any 
wrinkles  or  questions  which  may 
come  up. 

Although  the  firm’s  office  and 
warehouse  is  on  the  principal  busi¬ 
ness  street,  Greenwich  Avenue,  it 
can  be  reached  only  through  a 
driveway  about  a  hundred  yards 
back  from  the  .sidewalk.  There  is 
a  large  metal  sign,  however,  on  the 
side  of  one  of  the  wooden  buildings 
clo.se  by  to  indicate  the  proximity 
of  the  office.  Location,  however, 
plays  an  unimportant  part  in  the 
firm’s  business  since  few  cu.stom- 
ers  go  to  the  office  and  these  are 
only  for  incidental  materials  which 
they  can  usually  haul  away  in  their 
cars. 

Installation  Crew 

The  installation  crew  consists  of 
10  men,  most  of  whom  have  been 
with  the  company  since  its  incep¬ 
tion.  Sometimes  this  force  is  ex¬ 
panded  to  15  or  16  men  during  the 
.season  rush.  Three  trucks  are  u.sed. 

A  large  inventory  is  kept  in  the 
warehouse  next  to  the  office,  usu¬ 
ally  at  least  two  carloads  of  shin¬ 
gles  and  one  of  rockwool,  together 
with  such  building  specialties  as 
porch  enclosure.s,  kitchen  tile, 
kitchen  ventilating  and  attic  fans, 
weatherproofing  of  all  types  and 
overhead  garage  doors. 

The  business  was  establi.shed  11 
years  ago  by  Mr.  Garland,  who  was 
formerly  affiliated  with  one  of  the  ‘ 
large  building  .specialty  distribu-  i 
tors  in  the  metropolitan  New  York 
area. 


**  Hi  tfoii  in*  ahie  io 
Satenmen  during  iiiSt?- 


Are  current  shortages  of  materials  jeopardizing  )our  business? 
Are  )ou  seeking  a  profitable,  permanent  business  in  wbicb  supplies 
are  unlimited?  iJo  )ou  want  to  handle  a  product  that  is  profitable 
,at  all  times— in  war  or  in  peace? 

If  you  are,  ami  if  you  are  financially  stable . . .  have  a  good 
community  reputation  ...  and  are  willing  to  take  on  a  full-time 
business,  here  is  a  real  opportunity. 

The  Eagle-l’icher  Company,  manufacturer  of  nationally  famous 
Eagle-l’icher  Mineral  Wool  Insulation,  offers  a  limited  number  of 
exclusive  contractor  franchises.  Offers  these  franchises  now  ...  at 
a  time  when  our  already  successful  contractors  are  entering  what 
should  prove  to  be  their  most  profitable  year. 

Threats  of  fuel  shortages  make  insulation  particularly  easy  to  sell. 
And  this  business  enjoy  s  a  very  enviable  position  in  view  of  current 
credit  restrictions  on  many  other  consumer  products. 

An  Eagle-Ficher  Home  Insulation  Franchise  means  that  you  get 
your  own  assigned  sales  territory.  It  means  that  you  are  the  contrac¬ 
tor  for  a  nationally  advertised  product  that  is  a  basic  need  in  our 
economy.  And  it  means  that  you  are  furnished  hard  hitting,  effective 
merchandising  programs,  aggressive  advertising  and  sales  promo¬ 
tion  campaigns  plus  the  reputation  of  a  nationally  known  company 
with  a  respected  name  in  home  insulation. 

ff  'rile  today  for  complete  information  on  profit  oppor¬ 
tunities.  Address  your  letter  to  the  Building  Insulation 
Department. 


THE  EAGLE-PICHER  SALES  COMPANY 


PKHER 


American  Building,  Cincinnati  (1),  Ohio 


Exccluin 


Triple  Track 

,  Aluminum 
^ — Combination  WINDOWS 


Soles  come  eosy  with  EXCELUM  windows  be- 
couse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  aluminum,  they  hove 
eliminoted  service  colls.  Soles  resistonce  melts 
when  you  sfiow  EXCELUM's  exclusive  features 
ond  rigid  construction. 


Cxcclum 


COMBINATION 

ALUMINUM 


DOORS 


Wfito  for  Dotoifs  of  Oiir  DMrlbutw  KD  PLAN, 
tudusirt  torritorfos. 

Jamaica  Sash  &  Door  (o. 
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NOW...  IMMEDIATE  DELIVERY 


PARAMOUNT 


TRIPIE-TIUCK 


New  Improved  TRIPLE-TRACK 
ALL-ALUMINUM  Combination 
SCREEN,  STORM  WINDOW 
and  WEATHERSTRIP  UNIT 

Only  PARAMOUNT  hat 
Alt  lha  MOST  WANTED 
EEATURESI  t 


•  TRIPLI  TRACK!  Not 

•  Cosy  ifistallotioiit  — > 
S«rvk*>fr««! 

•  TWIN  VENTILATION? 
SosH«f  rolM  Of  iowof  to 
•fly  lovol! 

•  CHANGEOVER  NEVER 
NECESSARY!  Mokes  tolf- 
storiof  obsolote? 

•  POSITIVE  100%  woothof. 
stripping! 

•  Hoovy  oBtfMsions. 


'  Some  choice  territories  still 
available  if  you  act  fast. 
Phone  George  Lieblein  at 
REpublic  9-6664 


Designed  for  INSTANT  APPEAL  .  .  . 
PRICED  for  COMPETITION  and  PROFIT 

f>i  ^  America's  Finest 

F  ■  f  ALL-ALUMINUM  Combination 

j  STORM  and  SCREEN  DOOR 

"  i  ■  I  •  Fully  oxtrudod. 

•  I  •  Double  thkk  gloss. 

I  ^  •  Aluminum  Wire  screen. 

^  K  P  Exponder  on  sill — sure,  yet  eosy 

*  .  instoMotion. 

I  ■  •  Broced  corners  for  life>time 

I .  !  iJ  rigidity. 

i  ^  - — \\  •  Complete  with  oluminum  en- 

semble  ond  hordwore. 

I*  PARAMOUNT  COMBINATIONS  are 

-  V  quickly  and  easily  installed  .  .  .  vir- 

Pr  tually  service-proof,  too,  so  you 

I  keep  profits  instead  of  reducing 

(  them  through  costly  callbacks.  Write 

today  for  distribution  information. 
Please  state  qualifications. 


PARAMOUNT 

ALUMINUM  PRODUCTS  CORP 
180-11  JAMAICA  AVE  JAMAICA  3  L  I  N  Y 


Better 


and 


BATHROOM 


That's  oor  business  —  beautifying  bath¬ 
rooms  and  enhancing  the  value  of  Ameri¬ 
can  homes.  Because  we  think  of  our 
products,  shower  doors  and  tub  enclo¬ 
sures,  in  these  terms,  we  have  been  suc¬ 
cessful.  Successful  in  giving  the  average 
homeowner  real  value  in  a  lifetime  of 
comfort,  sotisfaction  and  service.  Success¬ 
ful  in  marketing  our  products  through 
reliable,  well-organized  outlets  —  people 
with  whom  it  is  o  pleasure  to  do  business. 
Although  restrictions  might  temporarily 
retard  production,  the  quality  of  our 
shower  doors  and  tub  enclosures  will 
always  be  the  finest  in  America. 


Our  patented  Adjustable 
Jambs  guarantee  easy  in¬ 
stallation  and  perfect  fit. 


OF  AMCRICA 

073  femth^ree  Street.  N.  E.  AH«n 

*  0U  ‘Tfettem*  gxdwiwr* 


B.  S.  Reporter 

{Continued  from  Page  23) 

Putman  Appointed  by 
Mullins  Mgi.  Co. 

Levret  S.  Putman  of  University 
City,  Mo.,  has  been  appointed  re¬ 
gional  sales  manager  for  Youngs¬ 
town  Kitchens  in  the  St.  Louis, 
Chicago  and  Milwaukee  areas,  it 
is  announced  by  D.  F.  Rucks,  Jr., 
Youngstown  Kitchens  .sales  man¬ 
ager. 

Since  1947  Putman  has  been  di¬ 
recting  kitchen  .sales  for  the 
Schwander  Co.,  Youngstown  dis¬ 
tributor  in  St.  Louis.  In  his  new 
post,  Putman  will  .serve  three  di.s- 
tributors.  The  Schw-ander  Co. ;  The 
Samp.son  Co.  of  Chicago,  and  Shad- 
boldt  &  Boyd  of  Milwaukee. 

«  «  ♦ 

Tracy  Kitchens  Report 
New  Sales  High 

For  the  third  con.secutive  month 
Tracy  Manufacturing  Company 
sales  —  cabinet  sinks  and  kitchen 
cabinet.s — have  set  new  high  marks 
in  the  company’s  hi.story.  This 
statement  from  a  progress  report 
by  President  Davitt  S.  Bell,  of 
Tracy’s  parent  company,  Edge- 
w’ater  Steel  Company,  Pittsburgh, 
is  particularly  interesting  because 
Edgewater  assumed  ownership  and 
management  control  of  Tracy  at 
the  beginning  of  this  year — a  little 
more  than  three  months  ago. 

*  *  ♦ 

F.  C.  Russell  Honored  In 
Horatio  Alger  Awards 

F.  C.  Russell,  pre.sident  of  The 
F.  C.  Rus.sell  Co.,  of  Cleveland, 
manufacturers  of  combination  win¬ 
dows,  was  honored  with  seven 
other  Americans  in  the  annual  be¬ 
stowal  of  the  Horatio  Alger  Award. 

In  a  ceremony  which  took  place 
May  14th,  in  the  office  of  the  Amer¬ 
ican  Schools  and  Colleges  As.socia- 
tion,  in  New  York,  Mr.  Rus.sell  re¬ 
ceived  the  plaque  of  the  Award 
with  the  other  1951  winners. 

The  award  winners  are  elected 
annually  by  ballot  of  student  cam¬ 
pus  leaders  in  450  colleges  through- 

(Continued  on  Page  36) 
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Four  Pointers  To  More  Business 


Fill  iti — Tear  off — and  Mail 


YOU  NEED 


MORC  SALES— 

Are  shortages  cutting  down  your 
soles  volume?  You  con  increase 
those  drooping  soles  by  adding 
more  items  to  your  present  line  of 
products. 


HAPPY  SALESMEN-— 


Now  is  the  time  to  odd  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
soles  force  intact  by  giving  them 
more  products  to  sell. 


MORE  PROFITS— 


It's  not  the  price  that  counts  so 
much  os  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  right  will  yield  plenty  of 
profit  for  you! 


NEW  ITEMS— 


New  products  ore  available  now 
that  combine  novelty,  utility,  and 
permanent  value — qualities  that 
attract  customers  and  increase  your 
soles  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 
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BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16.  N.  Y. 

Send  me  facts  on  the  items  checked. 


□  Aluminum  Combination  Doors 

□  1  &  2-Track  Aluminum 

Comb.  Windows 

□  Triple  Track  Aluminum  Combinations 

□  Sprayed  Asbestos  Siding 

□  Fixed  Metal  Awnings 

□  Wood  Outside  Casement  Storm  Sash 

□  Aluminum  Door  Grilles 

□  Wood  Combination  Windows 

□  Wood  Combination  Doors 

□  Aluminum  Wall  Tile 

□  Shower  Doors  &  Tub  Enclosures 

□  Aluminum  Casement  Screens 

□  Steel  or  Wood  Casement  Screens 

□  Aluminum  Casement  Storm  Sash 

□  Steel,  Wood  Casement  Storm  Sash 

□  Sprayed  Plastic  Siding 

□  Sectional  Overhead  Garage  Doors 

□  Plastic  Wall  Tile 

□  Vertical  Blinds 

□  Storm  and  Screen  Door  Hardwart 

□  Sprayed  Insulation 

□  Caulking  &  Glazing  Compounds 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Plastic  Splines  &  Glazing  Channels 

□  Metal  Coating  Service 

□  Cupola  Roof  Ventilators 

□  Mineral  Wool  Insulation 

□  Venetian  Windows  and  jalousies 

□  Stone  Type  Siding 


Other  Items . 

Send  me  Bldg.  Specialties,  12  months, 
$3.00  □ 

Name . 


Firm 


Position 

Address 
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BUILDING  SPECIALTIES 


HUMPHREY 

ALUMINUM 
COMBINATION  j 
STORM  WINDOWS  I 
and  SCREENS  I 


iQieck  These  Features 

•  Beautiful  Shnder  framms 

•  Self-Storing,  No  Chang¬ 

ing 

•  New  ""Tension  Sealed"" 

Construction 

•  Permanent 

•  Made  To  Order 

•  Casy  To  Operate 

A  KW  TERRITORIES  NOW  OREN  IN 
CENTRAL  AND  MIDWESTERN  STATES 

KD  DMiart . $8.73  (24  x  24) 

Fobricaten . $5.94  (24  x  24) 

(Iticlvdtt  Evaryfhing  But  Gloss) 
Fobrkotion  roquiros  8-inch  bonch  sow, 
$43.50  spociol  tooling,  mbcollonoous  to- 
blot.  otc.  linool  stock  will  mokt  any  sizo 


'Tonsloa  Soalocf"  Chonno/i  or*  pro* 
rfocosF  e»  our  own  Torfor  Roll-Forming 
MUIf. 

You  oro  protoctosl  with  Humphrey's  now 
"Tension  Sealed"  Redwood  Unit,  if  and 
when  o  change  is  necessary. 

Our  field  representatives  ore  available 
for  personal  interviews,  future  service, 
production  and  soles  promotional  work. 

THOUSANDS  Of  SATISfltD  USERS" 


PRODUCTS,  INC. 

7)9  E.  ZIMMERIY,  WICHITA  II,  KAN. 


out  the  country.  The  winners  were 
chosen  from  19  candidates  .screened 
from  hundreds  of  1951  nominees  by 
a  committee  headed  by  Defense 
Mobilizer  and  former  General  Elec¬ 
tric  President,  Charles  E.  Wilson. 

Mr.  Ru.ssell,  who.se  combination 
windows,  doors,  metal  jalousies  and 
awnings,  are  well  known  to  the 
building  trade,  has  built  his  com¬ 
pany  to  its  successful  status  of  the 
world’s  largest  manufacturer  of 
combination  windows  in  17  years 
of  ingenious  designing,  sound  man¬ 
ufacturing  and  persistent  wide¬ 
spread  selling. 

*  *  * 


Hunt  Named  Chairman  of 
Alcoa's  Exec.  Committee 

Roy  A.  Hunt,  President  of  Alum¬ 
inum  Company  of  America  since 
1928,  was  named  Chairman  of  the 
Executive  Committee  and  I.  W. 
Wilson,  Senior  Vice  President,  was 
made  President  of  the  Company  at 
a  recent  meeting  of  Alcoa’s  Board 
of  Directors.  Arthur  V.  Davis  con¬ 
tinues  as  Chairman  of  the  Board. 
The  Board  also  elected  Leon  E. 
Hickman  as  Vice  President  and 
General  Counsel  of  the  Company. 
Mr.  Hickman  is  a  senior  partner  of 
the  Pitt.sburgh  law  firm  Smith,  Bu¬ 
chanan  &  Inger.soll. 

Mr.  Hunt,  son  of  the  late  Captain 
Alfred  E.  Hunt,  first  President  and 
one  of  the  founders  of  the  com¬ 
pany,  started  with  Alcoa  at  the 
New  Kensington,  Pa.,  works  in 
1901  as  a  machinist’s  helper.  He 
continued  at  New  Kensington  until 
1914  when  he  was  transferred  to 
the  Pittsburgh  Office  as  General 
Superintendent  of  the  Company’s 
fabricating  plants.  He  was  made  a 
Director  in  1915,  a  Vice-President 
in  1918,  and  was  elected  President 
in  1928.  In  addition  to  his  leader¬ 
ship  in  Alcoa  and  the  aluminum  in¬ 
dustry,  Mr.  Hunt  is  a  Director  of 
the  Mellon  National  Bank  and 
Trust  Company,  Vice  President  of 
Carnegie  Institute,  and  a  Director 
or  Trustee  of  several  other  Pitts- 


WANTED 

.  .  .  but  not  immediately 

Additional  distributors  as  loyal,  co¬ 
operative  and  encouraging  as  the 
present  distributors  of  Arlite  Alumi¬ 
num  Triple-Track  Combination  Win¬ 
dows  may  soon  be  needed.  These 
present  distributors  stood  by  Arlite 
during  the  recent  aluminum  short¬ 
age,  and  Arlite  pledges  to  repay 
this  loyalty  by  allocating  to  them 
its  entire  production  of  windows 
until  the  aluminum  supply  increases 
still  further. 

But  then  —  and  then  only  —  Arlite 
will  welcome  additional  distribu¬ 
tors.  If  you  wish  to  join  this  present 
group  of  high-caliber  distributors, 
please  write  us.  We  will  be  glad 
to  send  you  the  Arlite  Comparison 
Chart  and  other  important  infor¬ 
mation.  Write,  and  let's  talk  it 
over  now. 

ARLITE  INDUSTRIES,  INC. 

215  Parkhurst  Street 
Newark  5,  N.  J. 


NEW  DRAFTITE 
GASKET  SEALS 

METAL  CASEMENT  WINDOWS 


DRAFTITE  PRODUCTS  CO. 

6  CANTERBURY  DRIVE  DAYTON  9,  OHIO 


Tm  on  interested  deolcr  PIcose  send  $10  00 
triol  order  Droftite  for  16"— 3  ligftit  high  vents. 
Or  12 — 4  light  high  vents. 

{Retails  $18  00),  Check  or  money  order 
herewith. 

Norn:  .  . 

Address  . 


SUMMER 

MONEY¬ 

MAKER 


SURE¬ 
FIRE  FOR 
OPENING 
UP 

PROSPECTS 
FOR  STORM 
WINDOWS 


Simpio,  effective  weather  strip  for  metal  casements. 
Stops  drafts,  leaks.  Money  bock  guarantee.  Write 
for  trial  order.  Dealers  wanted. 
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burgh  business  firms,  educational 
institutions,  hospitals  and  civic  or¬ 
ganizations. 

♦  «  * 

Need  for  Housing  Figures 
Cited  by  Producers'  Council 

The  proposed  reduction  of  $500,- 
000  in  the  amount  to  be  appropri¬ 
ated  to  the  Bureau  of  Labor  Sta¬ 
tistics  for  collection  and  analysis 
of  housing  statistics  would  shut  off 
vital  information  needed  to  guide 
government  housing  policy  during 
the  emergency,  ('harles  M.  Morten- 
sen,  managing  director  of  the  Pro¬ 
ducers’  Council,  stated  recently. 

“The  Hou.se  of  Repre.sentatives 
accepted  the  theory  that,  since  the 
volume  of  home  building  is  to  con¬ 
serve  critical  materials  being  held 
down,  there  is  less  need  for  housing 
statistics  and  that  it  coats  leas  to 
collect  basic  statistics  when  less 
housing  is  being  started,”  Mr.  Mor- 
tensen  .said. 

“However,  the  very  fact  that 
housing  is  being  limited  through 
credit  restrictions  makes  it  essen¬ 
tial  that  there  be  an  accurate  mea.s- 
ure  of  the  effect  of  the  restrictions. 
It  is  entirely  po.ssible  that  Regula¬ 
tion  X,  as  it  now  stand.s,  might  cut 
back  the  number  of  new  housing 
starts  considerably  more  than  is 
expected  and  create  serious  hous¬ 
ing  shortages  in  many  parts  of  the 
countrj’. 

“Should  such  a  trend  develop,  it 
is  imperative  that  the  facts  be¬ 
come  known  as  quickly  as  possible 
so  that  corrective  action  can  be 
taken.  BLS  is  the  only  agency 
which  is  prepared  to  develop  the 
neces.sary  facts,  and  the  proposed 
appropriat  on  of  only  $155,000  is 
totally  inadequate.” 


Have  You  Thought 
about  Stone  Type  Siding 
as  a  way  of  increasing 
your  business? 


Read  about  it  in  the 
JULY 

BUILDING  SPECIALTIES 


"THE  STORM  DOOR  OF  ENDURING  BEAUTY"  | 

HESS  REDWOOD 

STORM  &  SCREEN  DOOR 

COMPLETELY  VARNISHED  — 

READY  TO  INSTALL. 


GENUINE  CLEAR  HEART 
CALIFORNIA  REDWOOD, 
VA"  THICK 


Hardwood  Dowel  Construction  Thruout  —  Glass  Inserts, 

Marine  glazed  —  Screen  Inserts,  Tight  Spline  Construction. 
Lumite  or  Antique  Bronze  Screening  —  Transoms  — 

Door  Stops  —  Header  Bars  —  Circle  Top  Doors  — 

Side  Lights  —  Hardware 


A  COMPLETELY  STOCKED  STORM  DOOR  WAREHOUSE 

WHOLESALE  TO  THE  TRADE 

QUANTITY  DISCOUNT 


$  4.25  —  H  o  r  d  w  o  re  : 
(Storm  King  Clos- 
ure  — '  Dexter  Bross 
Lock  —  Hurricone 
Cho  n — Brass  Semt- 
Surfoce  or  Surfocc 
Hinges) 

$  1.25  —  Brass  Moil  Slot 
S  .25  —  Door  Sweep 


Storm  and  Screen  Door  Hardware 

NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ease  of  installation  . . .  requires  no  mortising. 
It  closes  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  Latch 
available  in  stainless  steel,  aluminum,  brass, 
bronze  and  steel. 

STAINLESS  STEEL  HINGES 

3'’x2?4*'  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin 
type.  Also  made  of  brass,  bronze  and  st^l. 

STORM  DOOR  CHAIN 

Itelieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Zinc 
plated.  Stainless  steel  attaching  brackets 
are  available. 

COMPLETE  INFOPMATION  PROMPTLY  SENT 

Supplying  most  af  Amorico't  aluminum  door  monu- 
foeturart.  Also  monufocturors  of  storm  sosh  ond 
scraan  hordwora. 

BRASS  WORKS*INC. 

2SO  iAST  5TH  STREET  •  ST.  PAUL  1,MINN. 
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■iifiiim'i'Bifivniiii'iniw 

ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOED! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  job^ 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


Ivy  at  Distribvtors  Prices  .  .  .  Moke 
Caabteed  Distrftvtar,  Deoter  ovd  Retailer's  Prelit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eastern  Divisian,  47S  Belmont 
Avenue,  HoleVon,  New  Jersey 
Western  Division,  1134  $.  tth  Street.  St.  Louis,  Missou'l 


The  Complete  Liae  of 

Combingtion  Storm  Windows 
plus  Storm  Sosh  for  Steel 
Cosements  and  Bosement 
Windows. 


(pf  Artrils  prices 


\J-SecU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


AND  N0W...\\\e  WeATHER-TiTE 

REDWOOD  OUTSIDE  CASEMENT 
STORM 
WINDOW 


WEATHER-TITE  proudly 
presents  its  new,  genuine 
California  Redwood  Out¬ 
side  Casement  Storm  Win¬ 
dow.  Built  with  the  skillful 
precision  that  has  made 
Weather-Tite  famous,  and 
priced  right,  this  leader 
will  be  bound  to  be  a 
profit-maker  for  you! 

•  law  Cast 


•  ImnteVial#  Dalivory 

•  Madam  design  permits  quick,  easy, 
pormununl  instollaliun. 


Weaihek-Tite 


•  Genuine  California  Redwood  Cen- 
slruclien  .  .  .  the  perfecl  insulator 
and  eulramaly  durable. 


WRITE  •  WIRE  •  PHONE 
1859  East  63rd  Street 
CLEVELAND  3,  OHIO 
Express  1-2816 


On  the  House 

(Continued  from  Page  13) 

ing  out  some  plan  whereby  the 
home  owner  will  be  protected  from 
racketeers  and  at  the  same  time 
head  off  the  dangers  of  crippling 
Green  River  ordinances. 


New  Products 

(Continued  from  Page  25) 

Alumatic  Has  New  Wood 
D  H  Combinaiton  Window 

An  outstanding  budget-priced 
all-season  wood  combination  storm- 
screen  window  has  been  announced 
by  the  Alumatic  Corporation  of 
America,  Milwaukee,  manufactur¬ 
ers  of  the  nationally-known  “Alum¬ 
atic”  all-aluminum  combination 
windows.  Known  as  “Guardian”, 
this  window  features  ea.sy-to-oper- 
ate  double-hung  construction.  This 
double-hung  construction  means 
that  Guardian  windows  operate  on 
two  separate  tracks,  allowing  the 
lower  storm  sash  to  slide  up  and 
down  for  finger-tip  ventilation  as 
desired.  Both  screen  and  sash  pan¬ 
els  are  easily  removed.  No  storing 
or  changing  of  any  kind  is  ever 
needed. 

Another  Guardian  feature  with 
particular  appeal  for  installation 
organizations  is  the  special  sill  ex¬ 
pander,  which  can  be  cut  to  con¬ 
form  to  any  height  subsill,  and  can 
be  trimmed  to  fit  any  uneven  or 
sloped  sill  condition.  A  bead  for 
caulking  is  cut  into  the  back  of  the 
frame,  assuring  a  perfect  weather- 
tight  seal  at  all  times. 

Home  owners  will  like  the  fact 
that  glass  in  Guardian  panels  may 
be  quickly  and  easily  replaced, 
without  special  tools  of  any  kind. 
The  non-rusting  screen  wire  can 
also  be  easily  replaced  by  the  home- 
owner.  Each  Guardian  unit  is  com¬ 
pletely  weather-stripped. 

*  *  * 

New  Siding  Design  Developed 
By  Mastic  Asphalt  Corp. 

A  new  idea  in  siding  design  has 
been  developed  by  the  Mastic  As¬ 
phalt  Corporation,  South  Bend,  In- 
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(liana,  exclusive  manufacturers  of 
Inselbric  Products,  which,  as  a 
time,  labor  and  material  saver,  will 
permit  siding  dealers  to  earn  more 
per  sidiiiK  Job,  according  to  the 
manufacturer. 

“Reversible  ‘7’ — with  Thatch  De¬ 
sign”  is  a  new  i)anel  in  the  Insel- 
wood  line,  engineered  by  Mastic  to 
eliminate  wasted  motion,  to  pre¬ 
vent  loss  of  material  and  to  .save 
excessive  costly  time.  This  .specifi¬ 
cally  applies  to  gable  application. 
Before  this  reversible  idea  was  con¬ 
ceived.  applicators,  working  on 
wood  design  insulating  sidings,  had 
to  work  from  left  to  right.  When 
they  reached  the  end  of  the  cour.se, 
the  piece  of  the  panel,  which  ex¬ 
tended  beyond  the  building  gable, 
was  cut  and  thrown  away.  The  me¬ 
chanic  then  had  to  dismount  his 
ladder  and  move  it  to  the  left  of 
the  building,  to  start  once  again 
the  next  cour.se. 

This  new  “reversible”  feature 
permits  application  from  right  to 
left,  as  well  as  from  left  to  right. 
In  addition,  the  piece  of  extended 
panel,  which  is  cut  away  at  the  end 
of  the  course,  can  now  be  reversed 
to  start  the  new  line  of  application. 
All  of  this  means  that  a  mechanic 
does  not  have  to  waste  time  and 
motion  getting  off  his  ladder  and 
moving  it  to  the  other  side  of  the 
building,  nor  does  he  lose  any  ma¬ 
terial. 

The  “7”  refers  to  the  7-inch  ex¬ 
posure  of  the  panel.  Like  all  Insel- 
wood  designs.  Cedar,  Shake  or  new 
Thatch,  the  panels  are  approxi¬ 
mately  14"  x  43*. 

Important  to  all  siding  dealers, 
al.so,  is  the  fact  that  all  Inselwood 
panels  now  contain  the  "revers¬ 
ible”  feature.  Jones  &  Brown.  Inc. 
are  national  .sales  di.stributors  for 
this  new  product,  as  well  as  all 
other  Inselbric  Products. 

*  *  * 

Plastic  Wall  Tile  Comers 

Plastic  corner  tiles,  designed  for 
use  in  both  straight  line  or  .stagger 
applications,  have  just  been  added 
to  the  Tile-Rite  line  of  plastic  wall 

(Coiitivued  on  Page  40) 


Despite  the  Aluminum  cutback ...  we  are  still  able  to  supply  our 
dealers  with  our  complete  line  of  combination  windows  and  doors.  We 
shall  continue  to  do  so  as  long  as  we  possibly  can. 

The  sacrifices  we  make  today  are  nil  compared  to  the  security  of  our 
country.  Nevertheless  our  research  is  going  forward,  constantly  striving 
for  a  better  industry  and  a  more  profitable  tomorrow. 

The  proven  dependability  of  STOACO  products  has  built  customer 
confidence  and  satisfaction. 


‘‘BUILT  fOR  mi  WlAmiR  TO  LAST  fORlVlR'’ 


.  '/./«///./<  //n  c  d  h\ 

KEYSTONE 

ALLOYS  COMPANY 

LATROBE,  PA. 

Wire,  Phone  or  Mail  Coupon  NOW! 


Wlwn  you  sdl  "4  STAR”  KEYSTONi  products,^ 
it’s  liko  on  miRoss  ckoin...oach  mstaNatkm 
solb  anollwr...prfct  motls  any  compotWonl 


PWe  challenge  comparison  with  any  aluminum 
storm-screen  Doors  and  Windows  for  all  four 
star  features: 

•k  PsrmanMt  Construction  -k  UsnUo  Footuros 
^  ,  k  Distingwishablo  Quolity  k  Economy  Prico 

^^4 1  K*yston«  pfftrs  practical  faaturat  that  custemars  can  raad* 
J  ily  ft*  and  apprtciat*.  Sturdy,  balanctd,  cltar  vition  door 
3  construction  with  full  Itngth  piano  typ*  King*  which  tiimi* 
f  I  nattf  mortising.  Door  con  bt  hod  with  or  without  jomb. 

I  StIf'Storing,  TRIPLE  ACTION  Windows  with  sptcial  vtnti* 
^  ^|  loting  louvtrs.  Adjustobl*  closurt  strip  for  ptrftct  fitting. 
All  gloss  gloztd  in  plastic  for  tosy  rtplactmtnf.  Yts,  low  in- 
^£■4  ^  stolloHon  cost  plus  no  ofttr  htodochts  moons  MORE  PRORTSI 

raOMPT  DiLIVMY  *  ASSIMtlY  PLANTS  COAST  TO  COAST 


«  uaorantood 

Housokotplof 


Rtrtffdttd 


KEYSTONE  ALLOYS  CO 
Ns'ionnl  S«l*t  Olf<*, 
leneOwm-Ttnes  Hdg  ,  P'nbwrgtt  22,  fs 
Send  complete  >niormet<on.  We  e<e 
□  Diuribworsthp  Q  OeeiersNp 


Address. 
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New  Products 

(Continued  from  Page  39) 

tile.  The  corner  tiles,  are  sized  to 
form  a  perfect  half  when  alter¬ 
nated  long  and  short  ends  and  are 
available  in  all  field  tile  colors,  and 
the  cap  and  feature  in  trim  colors. 

A  quick-setting  grouting  mate¬ 
rial  that  speeds  installation  and 
improves  the  final  appearance  of 
the  job  has  also  been  added  by  this 
manufacturer.  While  wet,  this 
grouting  material  can  be  wiped 
clean  with  a  damp  cloth  and  w’ill 
then  dry  to  a  beautiful  white  hard¬ 
ness  which  resists  di.scoloration 
from  dirt.  It’s  being  recommended 
for  use  in  showers  because  it  w'on’t 
soften  after  becoming  dry. 

Another  feature  is  that  the 
grouting  material  increases  the 
waterproof  factor  in  installations 
by  completely  filling  joint  cavities 
between  tiles. 


maker! 


money 


Here's  one  Contractors  and  Homeowners 
have  been  searching  for.  A  well-proportioned 
CUPOLA  that  may  be  sold  at  half  the  coat 
of  the  usual  made-to-order  unit.  A  natural 
seller. 

Made  of  white  pine  with  metal  roofs.  May 
be  furnished  with  or  without  weathervanes. 
Ideal  ventilator  adjustable  to  most  every 
angle  roof.  2  sizes:  21''  x  21"  x  26"  and 
31'^  X  31"  X  36". 

Small  size  successfully  retailing  at  $33.00 
and  up.  Send  just  $20.38  and  sample  cupola 
will  shipped  prepaid  — '  on  introductory 
offer.  Money  back  guarantee  if  not  satisfied. 
Add  $9.60  to  your  check  if  small  horse 
weathervane  is  desired. 

WM.  J.  SAMCOE  IRON  COMPANY 

famous  for  iron  rmlings  for  oror  20  yeors 
917  Militury  Rood  •  Kenmore  17,  N.  Y. 


Wood  Moisture  Meter 

The  TAG  midget  moisture  meter, 
specially  designed  for  instantly  de¬ 
termining  the  moisture  content  of 
wood,  lumber,  plaster  and  wood 
products,  is  described  in  a  new  six- 
page  bulletin  issued  by  the  Taglia- 
bue  In.struments  Division,  Dept. 
67,  Weston  Electrical  Instrument 
Corporation. 

Fast,  accurate,  self-contained 
and  compact,  the  TAG  midget 
moisture  meter,  as  described  in  the 
bulletin,  measures  moisture  by  the 
electrical  resistance  method  origi¬ 
nally  introduced  by  TAG  and  con¬ 
sidered  the  most  suitable  for  rapid 
determination  of  moisture  content 
of  wood.  Readings  are  taken 
directly  at  the  touch  of  a  button 
in  per  cent  moisture,  with  no  re¬ 
conversion  tables  or  long  labora¬ 
tory  tests  necessary. 


Sell  your  customers  these  profitable 
and  attractive  Scroll-EHs  easily  in¬ 
stalled  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA¬ 
TIONS.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws 
ready  for  over-the-counter  sales  at 
retail  prices  from  $6.53  to  $15.00 
per  set. 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  for  many  years  and 
know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  their  small 
parts,  call  on  us  —  NOW! 


List  of  Construction  Films 
Made  Available 

A  24-page  bibliography  of  con- 
.struction  films  available  from 
building  product  manufacturer.^ 
has  been  prepared  by  the  Produ- 
(Continved  on  Page  42) 


Write  for  trade  discouots  ond 
Bjlletifi  No.  S-S52 


G.  Grant  Metal 
Mtg.  Co. 

163  Buscher  Avenue 
Valley  Stream,  L.  I..  N.  Y. 
Phone  —  Valley  Stream  5-5581 


Ssme  choice  tervitoncs  open  for  ogents,  write 
for  detoilt. 


BOX  262,  PITTSBURGH  30,  PA. 


Pursfiu/VCN/N  "J 

►  YOuesAies  < 

pnonrs/f/vounpocxeTS  2 
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Don't  Talk  Too  Much 
When  You  Are  Selling 

The  real  salesman  should  not 
out-talk  himself.  This  latter  failing 
is  probably  the  cause  of  more  sales 
being  lo.st  than  anything  el.se.  This 
type  of  .salesman  may  present  his 
product  in  very  nice  form.  He  may 
give  his  customer  all  the  facts  per¬ 
taining  to  its  quality  and  workman¬ 
ship  and  probably  has  his  cu.stom- 
ers  99  per  cent  .sold  up  to  the  point 
where  the  sale  is  about  to  be  closed 
and  then  instead  of  closing  it  he 
starts  to  talk  some  more  and  before 
you  know  it  his  customer  has  got¬ 
ten  out  of  the  mood  of  signing. 

His  customer’s  mind  had  been  dis¬ 
tracted  into  some  other  channels, 
thus  preventing  the  .sale  being 
made  at  the  particular  time.  Once 
a  customer  gets  out  of  the  mood 
for  .signing  the  contract  the  sales¬ 
man  has  practically  lost  the  sale 
then  and  there. 


EeautifJ^m  STRONG 


All  Aluminum  Combination  2  Lite  Door 


Now  Available  in  addition  to  our  Standard  3  Lite  Door 


Outstanding  .  .  .  because  Storm  Wizard  features: 

1.  Two  glass  and  two  screens,  with  aluminum  cloth. 

2.  Each  glass  insert  set  in  rubber  for  positive  seal. 

3.  Heavy  gauge  aluminum  hinge  with  stainless  steel 
bearings. 

4.  Complete  aluminum  door  jamb. 

5.  Outside  frame  with  hollow  extrusions  1"  thick. 

Write  —  Wire  or  Phone 
Some  exclusive  territories  available. 


6905  Susquehana  St. 
Pittsburgh  8,  Pa. 


Every  Company  Employe 
Is  a  Salesman 

“All  bu.sine.s.s  i.s  selling” — that  is, 
the  efforts  of  every  person  in  any 
or<>-anization  are  directed  at  the 
sale  of  the  company’s  products.  The 
sales  manager,  the  man  finally  re¬ 
sponsible  for  the  .sales  of  the  com¬ 
pany’s  products,  is  probably  best 
qualified  to  see  that  a  “sales  point 
of  view”  permeates  the  entire  or¬ 
ganization.  For  unless  .satisfactory 
sales  i.s  the  long-range  objective  of 
everyone  in  an  organization,  that 
organization  cannot  last.  It  must 
finally  go  down  in  the  .struggle  with 
a  competing  organization  in  which 
everyone  has  a  sales  point  of  view' 
and  realizes  that  his  job  is  to  see 
that  the  company  .sells  more  and 
more  of  better  and  better  products. 
“Competition  is  no  longer  just  a 
.sales  problem — it  is  a  problem  of 
the  entire  organization.” 

Josiph  M.  TrUkcii,  in  S.tl.I-S  MASAGEMEST 


'Ont  of  Amoric&s  o/dest  door  manufacturtersl 
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In  the  July  issue  of 
BUILDING  SPECIALTIES 


“Attic  fans  are  an  ideal 
summer  product  to  sell.” 


Manufacturing  Co.,  Lancaster  2,  Pa. 
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BUILDING  SPECIALTIES 


Ace  Industries  Co.,  The .  11 

.\lumatic  Corp.  of  America .  8 

Armstrong  Co.,  The .  28 

Arlite  Industries,  Inc .  36 

Arrow  Metal  Products  Corp .  28 

Barnhart  Co.,  The  A.  W .  30 

B  &  G  Sales  Co .  41 

Beaux  Art  Crafts .  40 

Belson  Co.,  Inc .  32 

Building  Specialties  .  31 

Calbar  Paint  &  Varnish  Co .  31 

Calder  Manufacturing  Co .  41 

Cermak  Tile  Co.,  Inc .  5 

Charles  Co .  30 

C-Thru  Aluminum  Awning  Co .  11 

Draftite  Pr«»ducts  Co .  36 

Kagle  Picher  Sales  Co.,  The .  .33 

Kmco  Cement  Co . Back  Cover 

Feather-Lite  Mfg.  Co .  6 

Graef  Storm  Window  Co .  10 

Grant  Metal  Mfg.  Co.,  G .  40 

Hess  Mfg.  Co.,  The .  43 

Hilton  .Mfg.  Co .  6 

Humphrey  Products,  Inc .  36 

Ida  Products  Co .  26 

Ideal  Brass  Works,  Inc .  37 

Jamaica  Sash  &  Door  Co .  .33 

Jasco  Aluminum  Products  Corp .  42 

Keystone  Alloys  Co .  39 

Ludman  Corp .  27 

Nash  Manufacturing  Co .  42 

Paramount  Aluminum  Products  Co..  34 

Re-Nu-It  Corporation .  9 

Kex  Corporation  .  29 

Redwood  Storm  M'indow  Co .  37 

Rologlass  Equipment  Corporation . .  26 

Roofing,  Siding  &  Building  Special¬ 
ties  Manual  .  26 

Samcoe  Iron  Co.,  Wm.  J .  40 

Shower  Door  Co.  of  America .  34 

Sprayed  Insulation,  Inc .  4 

Storm  Windows  of  Aluminum,  Inc.. .  39 

Stylon  Corporation  .  2 

V-Seal  Corp .  38 

Warner  Mfg.  Corp .  12 

W'eather-Tite  . 28,  38 

W'ilson  .Mfg.  Co.,  L.  S .  7 

W'insulite  Co.,  The .  32 

Youngstown  Industries.  Inc .  3 


New  Products 

(Continued  from  Page  40) 
cer.s’  Council.  Industry  organiza¬ 
tions  may  obtain  single  copies  by 
writing  the  Council’s  national  of¬ 
fice  at  815  Fifteenth  St.,  Washing¬ 
ton  5,  D.  C. 

The  list  includes  67  films  pre¬ 
pared  by  27  companies  and  covers 
a  w'ide  range  of  products  and 
building  techniques.  Most  of  the 
films  are  16  mm.  sound  movie.s, 
many  of  them  in  color. 


CLASSIFIED  ADVERTISING 

lladar  this  heodinq  cloatlfied  adTartUemaali 
ara  oecapted  ot  tha  uniiorm  rota  oi  25  eanta 
a  word,  but  no  advartiaamant  lokan  for  laaa 
than  20  worda  with  o  minimum  chorqa  oi 
S5.00:  3  montha  at  20c  par  word  par  Inaartfoa. 
Chack  or  Monay  Ordar  muat  accompany  copy  oi 
Claaalflod  Ad.  Advartiaamanta  aolidtatinq  daol- 
ara  or  diatrlbutora,  or  now  producta  ior  aala.  not 
aceaptad  in  cloaaifiod  aaction.  Addraaa  all  eom- 
municationa  to  Cloaaifiad  DaportmanL  BUILD' 
ING  SPEOALTIES.  425  Fourth  Avanao.  Now 
York  16,  N.  T. 


HELP  WANTED 


DO  YOf  KNOW  comlniiatimi  windows?  S.VLES 
MAX— with  cxiKrricnce  iti  the  combination  storm- 
screen  wintbrn-  business  to  represent  us  in  the  mid¬ 
west.  He’ll  call  on  our  present  tlealers,  set  new 
dealers,  and  introtluce  our  new  two-track  metal 
weatherstrippe«l  wcrrI  combination  window — com¬ 
panion  unit  to  our  famous  all-aluminum  line.  We 
are  one  of  the  nation’s  largest  and  l>est  known 
manufacturers  of  natitmally  advertised  products, 
which  liear  the  (*'K»d  Housekeeping  Seal  of  A|»- 
proval.  This  is  a  i>ermanent  joli  with  an  outstand¬ 
ing  tipiiortunity  for  an  outst  anding  man.  Excel¬ 
lent  salary,  commission,  and  expenses.  Write  di¬ 
rectly  for  .appointment  and  give  full  qualifications. 
Do  not  phone.  Alumatic  ('orp.  of  America,  2081  S. 
.'0th  St..  Milwaukee.  Wisconsin. 


S.XI.KS  MAXAfiKR  FOR  outstanding  national 
niauufactiirer  of  aluminum  combination  windows 
and  floors  b>cated  in  East.  I’nusual  opportunity. 
Write  immediately.  Box  323,  Building  Specialties, 
425  Fourth  Ave,.  New  York  16,  X.  Y. 


WANTED 


WE  ARE  IXTERESTEI)  in  purchasing  a  small 
Aluminum  Storm  Window  Manufacturing  Plant 
preferably  in  ea.^tern  I’nitefl  States.  Reply  Box  324, 
Building  Si>ecialties.  425  Fourth  Ave.,  Xew  York 
It).  X.  Y. 


FOR  SALE 


SASH  AX  I)  DOOR  Factory:  Complete  woodwork¬ 
ing  facilities  for  manufacture  of  wood  combination 
windows  and  doors.  50,000  sq.  ft.  under  roof  with 
railroad  siding,  dry  kiln  and  own  water  generated 
electricity.  Ideally  IiKated  in  Western  Pennsylvania 
for  immediate  occupancy.  Box  322  Building  Sp'*- 
cialties,  425  Fourth  Ave.,  Xew  York  16,  N.  Y. 

tf. 


.MISCELLANEOUS 


BL’SIXESS  FOR  SALE;  Opportunity  to  buy  highly 
specialized  contracting  business  with  all  personnel 
completely  trained — store  fronts,  neon  signs,  theatre 
maruuees.  Established  customers  in  radius  of  Rve- 
hunared  miles.  Located  in  midwestern  industrial 
city  of  seventy  thousand.  Profits  twenty  to  thirty 
thousand  annually.  Owner  retiring  from  business 
due  to  health.  Reply  Box  321,  Building  Specialties, 
I  425  Fourth  Avenue,  Xew  York  16,  X.  Y. 


out  LUCIV 

CUSTOMERS 


NASH  ALUMINUM  COMBINATION  WIN¬ 
DOWS  AND  DOORS  HAVE  ACHIEVED  A 
HIGH  PLACE  IN  THE  INDUSTRY  —  ALL 
NASH  CUSTOMERS,  DISTRIBUTORS 
AND  DEALERS  HAVE  ENJOYED  A  FINE 
PROFITABLE  BUSINESS  WITH  US.  NOW 
THAT  ALUMINUM  IS  BANNED,  THIS 
GREAT  ORGANIZATION  WITH  ITS  MANY 
EXCELLENT  CUSTOMERS-YES,  THESE 
LUCKY  CUSTOMERS  WILL  CONTINUE 
IN  BUSINESS  WITH  NO  INTERRUPTION. 
THE  NEW,  THE  ENTIRELY  DIFFFERENT 
WOOD  WINDOW,  A  NEW  INVENTION 
IN  WINDOWS  WILL  SOON  BE  AVAIL¬ 
ABLE. 

NASH  MANUFACTURING  COMPANY 

LONG  BRANCH,  N.  J. 
BRANCHES; 

NEWARK,  N.  J.  -  BALTIMORE  -  PHILA. 


The  CombinaNon  Storm 
Window  that  gives  you 


SCVEMl  FMMCHIStS 

m  tl»c  PIRHAAIUM  profit 
rode  fcOtoro  0  OUOt'tY 
Bdoct  for  e«lr0 
t  owr  »vr«  f)re 
of  P»t4  YON  WOY  oHcOd 
compctittoo* 

PCAIIW$ 
igITI,  WIM  0«  ^HOHI 
BOtt  DITAIIS 
rODAYf 


•  Extruded  Aluminum 
Construction 

•  Exclusive  lurgler 
Proof  Squeeze  Loch 

•  Self  Storing 

w  Guerenteed  Feultless 
Operation 
n  Sliding  Action 
n  Shipped  Complete 
or  "Knoched  Down” 

•  Competitively  priced 
n  Prompt  Deliveries 


PERMALUM’COMBINATION 
STORM  DOORS  AVAILABLE 


I^JASCO 

I  r  FIcldsto 


ALUMINUM 
PRODUCTS CORP 
FIcldstonc  7  1658 
Nassau  Tffminal  Road.  NCSN  HYDE  PARK  L  I. 


The  QUINCY 

CRYSTAL 

GLIDE 


'  Tfe«  ^VIIVCV  g 

RYSTAL-GLIDE 


A  NEW  nORM  WINDOW 
lhal  combines  the  BEST 
features  el  both  mahog¬ 
any  and  metal  windows... 


"'"Ufss; 

5ASH 


H^ohOBOoir 


Here  at  last  is  a  modem  3-track  combination 
storm  window  made  of  proven  materials,  with 
each  material  SELECTED  for  the  specific  job  it 
has  to  do.  Elasy  to  install,  its  trouble  free  oper¬ 
ation  and  beauty  make  it  the  “Dream  Window" 
that  you  have  been  waiting  for  ...  a  brand  NEW 
combination  window  with  TREMEINDOUS  sales 
appeal  .  .  .  IMMEDIATE  DEUVERY. 


li/'Ule.  lA-CUU^  for  fall  iafermofioa  oad  da- 
scriptiva  litarafara.  Eiclasiva  tarriterias  availabla. 


'The  Name  Quimey  Mean*  QualUy' 


TNI  HUS 

f  ^  QUINCY  I,  MMMmVANU 
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BUSIES' 


and 

MAINTAIN  PRICES 
AND  PROFITS!!! 


Keep  a  Satisfied  Sales  Force;  You  can  have  the  na¬ 
tion's  TOP  specialty  salesmen  with  BONDSTONE. 
Their  job  is  easier  .  .  .  Bondstone  is  ideal  for  com¬ 
mercial  and  home  jobs,  meaning  many  more  pros- 
pects-there's  no  compe-  Before  Bondtfoning 

no^  price-cutting— 

Low  Investment;  You  buy 
BONDSTONE  equipment 

job  pays  for  your  equip- 
ment.  ^ 


Here's  a  line  that  will  enable  you  to  BUILD  and  KEEP 
the  happiest  sales  crew  you've  ever  had.  Your  sales¬ 
man  can  sell  BONDSTONE  along  with  other  siding 
and  completely  eliminate  competition  and  price  cut¬ 
ting.  Your  BONDSTONE  mark-up  means  bigger 
volume  at  much  higher  profits.  Now  you  can  enter 
the  siding  business  with  no  competition! 

When  you  show  your  prospects  BONDSTONE  (using 
our  beautiful  sales  kit)  they  are  thrilled.  It  matches 
any  natural  stone  in  color,  texture  and  appearance, 
at  a  fraction  of  the  cost.  You  can  apply  it  over  any 

surface,  inside 
or  out,  on  old 
buildings  or 
new.  And,  you 
can  guarantee 
it  for  20  years! 


f  I’ve  Never  ^ 
Handled  a  Product 
V  That  PAYS  , 
X  SO  WELL  / 


Write  today  for  Illustrated  Booklet 

Exclusive  territories  open  for  Dealers  and  Distributors 


After  Bondstoning 

PRODUCTS,  inc. 

PENNSYLVANIA 


EMCO  CEMENT 

PAXINOS  3 


